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Telephone Cables 


ALL SIZES AND CAPACITIES 

Hard Drawn Copper 
Telephone Wire. 

Galvanized Iron Tele- 
phone Wire. 

Siemens-Martin and 
High Strength 
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Order it from our 
Nearest Branch 


Automatic <> Electric Co. 


Chicago, IIl., U. S. A. 
Makers of 600,000 Automatic Telephones 
We Have Branches in 
New York—46 W. Broadway. 
Buffalo—332 Ellicott St. Tolede—Second Nat. Bank Bldg. 
Boston, Mass.— Tremont Bldg. Pittsburgh—First Nat. Bk. Bldg. 
Detroit, Mich,—Ford Bldg. Philadelphia, Pa.—Bourse Bldg. 
St. Louis, Me.—Syndicate Trust Bldg. 
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delivered prices 
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BATTERIES 


HAVE CONVINCED over 500 telephone 
companies of their superiority. 
WHY NOT YOU? 


Remember, they are absolutely WATER 
AND WEATHERPROOF, which means 
two months additional service on your tele- 
phone circuit. 


COST LESS—LAST BEST 


United Battery Corporation 
Woolworth Bldg., New York City 


Factories: Toronto, Can., New York, N. Y., Brook- 
lyn, N. Y., Manila, P. I. 
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Ring Your Telephones 
From Y our Lighting Circuit 


Connect Your Lighting Circuit 
Here 


30c No 
to Dry 
75 Batteries 
per month 
Total No 
Operating Wet 
Cost Batteries 
For Operates 
Power Off 
Ringing A.C.orD.C. 
in Current 
Your Lighting 
Exchange Circuit 








Connect Your Ringing Leads ico” 


Our standard ringing machine of this 
type, for straight line ringing, is the 
CODE NO. 7-A Frequency Converter. 
Operates off 110 volt 60 cycle A. C. 
circuit. Can also be provided with 
positive and negative pulsating attach- 
ment for selective ringing. 

We make ringing converters which 
will operate off any lighting circuit. 

Give us the voltage and frequency 
of your lighting system and we will 
advise the machine to use and saving 
which it will effect for you. 


Converters Shipped on 
30 Days’ Approval 


Leich Electric Co. 
Genoa, IIl. Kansas City, Mo. 


Patents pending on all types of 
Leich Frequency Converters. 
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Towering Giants 
Up to 85 feet 





regions of Western 


Washington. 


Butt-Treated 


in the most modern 
upright - tank  creosoting 
plant in the United States. 
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Not merely brushed or 
dipped, but literally boiled 
in the best imported Creo- 
sote for twelve hours, imme- 
diately followed by twelve hours 
in cold Creosote. 








Carefully selected Poles cut in 





LG BD our own forests and slow-sea- 
‘Yale, soned under ideal climatic condi- 
67a tions before treatment. 


A ZZ 
Also Cross Arms and Pins, Creosoted Planking for 
insulating boxes, Bridge’ Timbers, etc. 

Send for Booklet “B,”’: giving technical description 
e* the “ST. PAUL & TACOMA” Double Treatment. 


St. Paul & Tacoma Lumber Company 
Creosoting Dept. Tacoma, Wash., U.S.A. 
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BUY A HOLTZER-CABOT MAGNETO RINGING 
MOTOR GENERATOR 


AND RING YOUR SUBSCRIBERS WITHOUT BATTERIES 





YOU WILL FIND IT A BETTER WAY 


To begin with, war has sky-rocketed the price of batteries. 
Then, again, run down batteries are the source of many 
troubles: 

Operators complain that they “can’t raise subscribers.”’ 
Subscribers complain about “poor service.’’ 

The manager spends much time tinkering with the worn out 
batteries, and perhaps travels many miles to locate prob- 
able trouble in the phone itself—all to no purpose. 
PROVIDE YOURSELF WITH A STRONG, CONTINUOUS 
RINGING CURRENT, BY THE PURCHASE OF OUR MAG- 
NETO RINGING MOTOR-GENERATOR. 


The Holtzer-Cabot Electric Company 


Chicago, IIl. and Boston, Mass. 
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Bell Samples in Old Kentucky. 

We all know the old song, “She Was 
Bred in Old Kentucky; She Was Pie in 
Tennessee.” TELEPHONY’s Louisville cor- 
respondent sends in an article this week 
which shows how the Western Electric 
Co. is trying to push its apparatus into 
Independent telephone plants in the Blue 
Grass state by means of the old “fake” of 
sending free sample sets to companies 
that never ordered them. He says: 

“There has been a good deal of quiz- 
zical interest on the part of Independent 
telephone men down in the Kentucky sec- 
tion, who have seen it, in a letter from 
E. W. 
credit manager of the Western Electric 


They have 


noted especially his reference to the ‘con- 


Wolfstyrz, who signs himself as 


Co., under a Cincinnati date. 


siderable care’ used in investigating com- 
panies trusted with sets, especially since 
it appears this letter is address to a non- 


The letter written on 
tern Electric Co. stationery, follows: 


eXistent concern. 


W 


. 

Cincinnati, 10-9-16. 
Clitonville Telephone Co., 
ntonviile, Ky. 
Gentiemen: 

out four months ago we shipped a 

saniile telephone set, valued at $10.75, to 
the Clintonville Telephone Co., for trial 
Purposes with the understanding that it 
Was to be paid for at the end of thirty 
day: or, if it was not satisfactory nor 
stlicd to your needs, it was to be re- 
turncd to us at 129 Government Sq., Cin- 
cinnati, Ohio, for full credit. 

Ve did this with a number of tele- 
phone companies in this territory, think- 
Ing that thereby our mutual ‘interests 
might be advanced to some extent, and 
furthermore felt, inasmuch as we crer- 
ctsed considerable care in selecting the 
conipantes with whom we dealt on this 


basis, that we would experience no diffi- 
culty in having our telephone set returned 
to us or in getting a check in its stead. 

Our plan has worked out very suc- 
cessfully, except in a few instances, and 
we are at a loss to understand the neglect 
in these cases; for instance, we have 
written your company at least five times 
tracing this set, but have not been fa- 
vored with even a reply to our letters. 

This is certainly not the treatment we 
expected at the hands of a company of 
your standing. Surely we are not un- 
reasonable in asking that you return the 
telephone set to us if it does not appeal 
to you, nor in asking for payment if you 
wish to keep it. 

If you have been put to any expense, 
such as freight or drayage charges, etc., 
please advise us and we will reimburse 
you at once. 

It would seem that there must have 
been some misunderstanding in this mat- 
ter, but we trust that you can now see 
your way clear to let us hear from you 
one way or another by early mail, so that 
it will not be necessary for us to annoy 
you further so far as this subject is 
concerned. 

Yours truly, 

( Signed) 

E. W. Wolfstyrz, Credit Manager. 


“This sixth letter from the Cincinnati 
office of the Western Electric Co. in the 
next few days found its way into the 
office of the district manager of the Cen- 
tral Home Telephone & Telegraph Co., 
J. J. Veatch, at Paris, Ky. Mr. Veatch, 
thinking that the letter was meant for the 
telephone company operating at Clinton- 
ville, a small town in the southern part 
of the same country, and some distance 
off the railroad, where the Central Home 
has an exchange, opened it. Then he 
sent some tracers out to see what they 
could turn up, with the results as dis- 
closed in his letter:to the Cincinnati office 
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of the Western Electric Co. The letter 


follows: 


Paris, Ky., Oct. 14th, 1916. 
Gentlemen: 

Your letter of October 9th, addressed 
to the Clintonville Telephone Co., has 
reached this office, due to the fact that 
there is no Clintonville company and that 
we operate an exchange at Clintonville. 

Your proposition seems to be an abso- 
lutely one-sided affair, as it is very evi- 
dent that you consulted no one except 
yourselves in entering into the agree- 
ment, which you take pains to explain at 
length, with reference to the sample tele- 
phone shipped via parcel post about four 
months ago. This instrument was traced 
by this office yesterday and located in the 
postoffice at Austerlitz, Kentucky, where 
it has been stored away with unclaimed 
postal matter. It was brought to this 
office, repacked and shipped to your ad- 
dress, Cincinnati, via Adams Express. 

We are entering a charge of $1 against 
you for locating, packing and shipping 
the instrument. 

Yours truly, 


“Austerlitz is not the battleground 
which Napoleon made famous but is a 
still smaller town than Clintonville, also 
located in Bourbon county, Ky., but it 1s 
on the railroad and presumably the point 
from which mail is transferred from the 
railroad to Clintonville. As for the Clin- 
tonville Telephone Co., which according 


to the W. E. 


‘considerable care,’ if there is or ever was 


letter was ‘selected’ with 
any such a concern, no one in Clintonville, 
Ky., not even the postmaster, nor the 
telephone operator, knows anything about 
it.” 


From Eminence, Ky., where the Henry 
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County Home Telephone Co., with W. S. 


Wilson as general manager, operates, 
comes the report that the Bell-Western 
worked the same 
The Bell 


factory sent the Independent company a 


Electric combination 


game with the same results. 


sample telephone without authority, and 
Manager Wilson notified the W. E. that 
it was being held subject to order “as we 
do not use Western Electric goods.” 

The Bell factory heard that Mr. Wil- 
son was in the market for cross arms, and 
Later the W. E. 


wrote a letter soliciting an order for ship- 


wrote giving prices. 


ment at once as “the goods are ready to 
go forward.” Again the Home manager 
“We do not buy of the West- 


ern Electric.” 


answered: 


Meanwhile Bell licensees wait for de- 
liveries. While the Western Electric Co. 
is trying to force its equipment on Inde- 
pendent companies. “Goods are ready to 
go forward” to the Independents because 
the Bell hopes thereby tb injure Inde- 
The Bell licen- 


wait, because under 


pendent manufacturers. 
sees, however, can 
the jug-handled policy of the Bell they 


can buy nowhere else. 
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Costs of Telephone Exchange 


Service and Rates. 

In the last few years, the importance 
of costs has been brought home to tele- 
phone companies, especially those which 
The 


early investigations as to costs were in 


have applied for increases in rates. 
the matter of switching charges. Since 
then the analysis of costs of telephone 
In the 


year the Wisconsin Railroad Commission 


service has been extended. last 
has made two applications of a method 
of cost analysis in rate cases. 

Telephone companies are becoming 
more and more interested in the subject 
of costs of service, especially since the 
great increase in the cost of materials 
and supplies became apparent. 

In this issue of TELEPHONY appears the 
first of a series of three articles which 
takes up the general subject of cost of 
telephone service. The author of the ar- 
ticles, George C. Mathews, is well fitted 
to discuss the subject of costs of tele- 
phone service. His experience with the 


Wisconsin Railroad Commission in the 


public utility rate department, of which 


he was the head for the last four years, 


Vol. 71, No. 20. 


and connection with practically all the 


commission’s telephone rate  investiga- 
tions, have enabled him to write a serics 
of articles that will be of great interest 
to TELEPHONY’s readers. 


In these articles the elements makin.z 
up the total cost, which includes the cost 
The 


fact that the total cost cannot be meas- 


of obtaining capital, are treated. 
ured by what the companies have been 
earning, is brought out and the elements 
affecting depreciation and the importance 
of adequate provision for it, together 
with the requirements of small telephone 
companies, are outlined. The important 
part costs of operation and maintenance 
in keeping the business up to modern 
standards, bear and will bear in the fu- 
ture of a company is pointed out. 

The cost of serving the various classes 
of subscribers and the importance and 
limitations of cost analysis in fixing rates 
are discussed. Some of the fundamental 
principles of the apportionment of ex- 
penses are presented. In the final paper 
the methods of cost analysis, with illus- 


trations, are set forth. 


Commissions, Courts and Councils 


Discussions and Rulings of State Bodies Having Supervision Over Telephone 
Companies, Decisions of Courts in Matters of Interest to Public Utilities 
and Actions of City Councils Relative to Franchises, Rates and Service 


Concluding Testimony Taken on 
Proposed Los Angeles Merger. 
Final testimony on the proposed merger 

of the Home and Pacific telephone com- 

panies in Los Angeles into the Southern 

California Telephone Co., was taken by 

the California Railroad Commission on 

October 27. The entire morning session 

was occupied by the presentation of the 

report of Chief Engineer F. D. Howell, 
of the Board of Public Utilities, of Los 

Angeles, which had previously been in- 

dorsed by the city council. This report 

appears on page 16 of TELEPHONY of No- 

vember 4. 

Mr. Howell’s recommendations as to 
restrictions to be placed upon the pro- 
posed merger are as follows: 


1. Interchange between the plants of 
the Home and Los Angeles exchanges of 
the Pacific company, with the maintenance 
of all present affiliations as between the 
Home company and inside and outside 
Independents. 

2. That the Pacific company cease op- 
eration in this entire district of other 
than long distance service, leaving the 


field open to Independents in the outlying 
districts, and to the Southern California 
company in the city and adjacent dis- 
tricts. 

3. That the Southern California com- 
pany be prohibited from making a con- 
tract with either the American Telephone 
& Telegraph Co. for royalties on expired 
patents and so-called legal and engineer- 
ing advice, or with the Western Electric 
Co. as purchasing agents, etc., but be re- 
quired to purchase in the open market, at 
competitive prices. 

4. That the principal office of the 
Southern California company shall be 
maintained in the city of Los Angeles. 

Attorneys for the railroad commission 
indicated it was willing to agree to these 
demands and that concessions along these 
lines would be made when the new South- 
ern California Telephone Co. appeared 
before the city council and asked for a 
transfer of the Home franchise to the 
new company. 

City Attorney Stephens, in appearing 
before the commission, stated that it was 
not the intention of the city, so far as 


he knew, to fight the proposed merger so 
long as the inhabitants of the city were 
protected, and certain restrictions were 
agreed to by the company. He said that 
the whole situation would be reviewed 
when the question of the transfer of the 
franchise came before the council. Attor- 
neys for the company stated that they 
were willing to agree to any restrictions 
the city would demand that would better 
the service to the public, and that would 
meet the approval of the stockholders of 
the two companies. 


Mr. Howell went into details concern- 
ing the four restrictions demanded by the 
city and also into the financial trans- 
actions- between the Sunset company and 
the holders of patents on equipment 


It was brought out by General Mar get 
Nowell, of the Pacific company, whe was 
called upon to testify concerning the 4% 
per cent. of gross receipts paid by the 
Bell companies to the American ‘ele- 
phone & Telegraph Co., that this ro: alty 
was paid partly for apparatus that cat 
be purchased outright in the open m rket 
and partly for engineering advice. Mr. 
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Nowell was hazy about the patents, 
though he said they obtained the best in- 
struments in that way. The engineering 
advice of the Bell experts, however, he 
valued even more highly than the patents. 

“Tf we should cut you off completely 
from the Bell company, would you be 
willing to undertake to make a success ot 
the Southern California company ?” asked 
Commissioner Thelen. 

“Absolutely not,” replied Mr. Nowell, 
though he was forced to admit the Home 
company had made a success without Bell 
instruments and Bell expert advice. 

W.H. Butler appeared to represent the 
independent telephone companies doing 
business in the smaller Southern Califor- 
nia cities. He asked that long distance 
communication be granted and that the 
names of the subscribers of the various 
companies be kept in the Los Angeles 
directories. He said that if these two 
points were agreed to, the Independ- 
ent companies would put the stamp of 
approval on the plans for the merger. 

The companies he represented were: 
Pomona Valley Telephone & Telegraph 
Union, Monrovia Telephone & Telegraph 
Co., San Fernando Telephone & Tele- 
graph Co., Home Telephone Co. of Co- 
vina, Whittier Home Telephone Co., 
Downey Home Telephone Co., Santa 
Monica Bay Telephone Co., Sierra Madre 
Telephone & Telegraph Co., Southwestern 
Home Telephone Co., Union Home Tele- 
phone & Telegraph Co., which includes 
service in Long Beach, San Bernardino, 
Santa Ana, Ventura, Highlands and 
Ansheim. 

With permission given to the city to 
file additional data for consideration by 
the commission when the Board of Public 
Utilities completes its studies of the tele- 
phone situation, Commissioners Thelen 
and Gordon on the afternoon of October 
27 closed the hearing on the applica- 
tion of the Southern California Tele- 
phone Co. to merge the Pacific and the 
Home companies in Los Angeles. 

Commissioner Thelen said the decision 
would probably be handed down Novem- 
her & and the three steps necessary to 
complete the merger would, according to 
the commissioner’s position, have to be 
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settled separately. In other words, the 
commission will give its decision without 
regard to the city’s attitude covering the 
transference of the Home company’s 
franchise, and without any reference to 
the action of the Department of Justice. 

City Attorney Stephens formally noti- 
fied the commission that the action of 
this commission would not in any way 
way influence the city regarding the 
franchise, and that the Board of Public 
Utilities would continue its present in- 
vestigation until such time as it was ready 
to report to the council. Mr. Stephens 
made formal application for a continu- 
ance of the case, and the Municipal 
League served notice that it would file 
a communication with the commission, 
covering the league’s attitude. 

President Fulton Lane of the Board of 
Public Utilities, in a statement concerning 
the proposed merger, charges that the 
proposed consolidation scheme of the two 
telephone companies under a single com- 
pany controlled by the Pacific Telephone 
& Telegraph Co. has “water” in it to the 
extent of from five to seven million dol- 
lars. He also draws the deduction that 
since there is no doubt the Pacific com- 
pany, by amortization, has taken care of 
its entire investment through rates fixed 
by itself through nearly 20 years of its 
25-year franchise life, it will pocket ap- 
proximately $5,000,000 of the valuation 
placed on its physical properties for the 
purposes of the merger. 

In his statement Mr. Lane reviews the 
history of telephone competition in Los 
Angeles, originating on account of the 
abominable service given by the Bell com- 
pany. After a time two systems became 
burdensome, but, he states, all demands 
for interchange were met with a stolid 
front of contention that interchange of 
service was an engifieering impossibility. 
Now, he says, the companies claim it is 
practical and they are ready to give the 
public interchange “if the public will only 
shut their eyes while they are getting it.” 

“This,” he continues, “according to the 
telephone companies, is to be accom- 
plished by the turning over of both com- 
panies’ properties to a third company, for 
the sum of about $17,000,000. 





— 
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“The Pacific company has been allowed 
through rates to reimburse itself for the 
difference between the going concern 
value of the plant, and its scrap value. 

To illustrate: If the scrap value of 
the Pacific company is $2,500,000, the sub- 
scribers, through rates, have paid about 
$5,000,000 to the Pacific company, so they 
might not suffer any loss at the expira- 
tion of their franchise. If the merger 
which they propose is ratified, they will 
then pocket this $5,000,000 as profit. In 
addition, the Pacific company has been 
paying 4% per cent. of its gross receipts 
as royalty to the Bell interests—also an- 
other fat percentage for purchases and 
repairs of equipment, to the Western 
Electric Co., which is owned completely 
by the Bell interests. 

This means that during the last 25 
years, subscribers, through rates, have 
paid $2,500,000 to the Pacific company to 
take care of what appears as an operating 
charge, but which is in reality another 
profit over and above a fair return. And 
if permitted to merge, the Bell interests 
expect to extract this little matter of 

2,500,000 from their subscribers in the 
next 10 years, instead of waiting 25 years, 
as competition compelled them to do in 
the past. 

The engineers of the Board of Public 
Utilities estimated in a report sent to 
the city council this spring that the Pacific 
company’s telephone system could be 
duplicated for $5,700,000, and it is my 
opinion that the city could build a new 
system to take care of the same territory 
included in this so-called merger for 
about $9,500,000. 

These deductions show that the ‘water’ 
in this so-called merger is between five 
and seven million dollars. 

These are some of the important con- 
siderations which the railroad commission 
has allowed the city ten days to complete- 
iy investigate. During this ten days the 
telephone companies have attempted to 
evade answering any questions of the 
city, taking the apparent attitude that 
such questions might show the railroad 
commission what the companies’ rea! mo- 
tives were.” 








Mornings—Exhibits 


United States Independent Telephone Association 
Hotel La Salle, Chicago, December 5-6-7-8 


Reserve Your Room at the Hotel at Once 


Afternoons—Program 
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Cal., 


Consolidation at Riverside, 
Up Before Commission. 
Hearing of the matter of the proposed 
consolidation of the Riverside Home 
Telephone & Telegraph Co. and the plani 
of the Pacific Telephone & Telegraph Co. 
in Riverside was begun by the California 
Railroad Commission on October 31. The 
petition, asking that the Pacific company 
he allowed to purchase the plant and busi- 
ness of the Riverside Home company, for 
$245,383, was presented, and M. M. Dix, 
one of the telephone company’s engineers, 
was called to the stand to tell what this 
value represented. 

He presented figures showing that the 
actual investment represented in the 
Home company’s plant was $313,372, and 
that the amount cited in the petition was 
the present actual structural value of the 
plant and system, allowing for deprecia- 
tion, etc. 

S. R. Heffley, an employe of the Home 
company, was put on the stand to identi- 
fy a statement of income and expense, 
showing that the Home company had an 
actual de‘icit in revenue for the past sev- 
eral years, as follows: 1911, $828; 1912, 
$2,727; 1913, $5,907; 1914, $4,202; 1915, 
$5,031. These figures did not include de- 
preciation. He said that the Home com- 
pany had about 800 subscribers, 
whereas a year ago it had about 900, and 
he admitted that the number was being 
continually reduced. 

J. C. Nowell, general manager of the 
Pacific company, identified a statement 
showing the net loss suffered by the local 
Pacific exchange for the past several years 
as follows: 1911, $6,043; 1912, $6,575; 1913, 
$6,717; 1914, $6,621; 1915, $10,332. These 
figures included depreciation. 

Why, if the local Home telephone com- 
pany netted a loss in 1915 of $24,807, and 
if by consolidation of the two local sys- 
tems that loss can be reduced next year 
only by about $2,500, does the Pacific 
company want to pay $245,383, the esti- 
mated structural 
plant? 


now 


value, for the Home 
That was the very pertinent ques- 
tion asked by Commissioners Thelen and 
Gordon. 

Commissioner Thelen pointed out that 
such a saving would only represent 6 per 
cent. interest on an investment of $40,000. 
Commissioner Gordon said bluntly that it 
appeared to him that the Pacific company 
already owned the stock in the Home 
company, and was paying itself $245,000 
in order to be allowed to collect revenue 
on this increased investment. 

Commissioner Thelen said as_ bluntly 
that the commission would never allow 
the telephone company to fix a rate which 
would cover this increased investment. 

Attorney James G. Shaw, for the Pa- 
cific company, said that the company did 
not expect to ask this, but J. C. Nowell, 
general manager of the company, ad- 
mitted that the company had a new sched- 
ule of rates to submit which would rep- 
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resent an increase to the telephone sub- 
scribers of Riverside under the consoli- 
dated system. 

Engineer M. M. Dix, of the commis- 
sion’s staff, presented a statement of the 
proposed method of operation under the 
consolidated system, showing that the 
present automatic and Pacific telephones 
would .all be kept in operation, at the op- 
tion of the subscriber, and that the two 
systems would be connected so that the 
user of the automatic Home telephone 
could talk to anybody on the combined 
system, by ringing his call on the dial, 
which would be transmitted by the opera- 
tor to the party on the Pacific line, and 
It is not proposed to tear 
out the old Home system in its entirety. 
but to connect the two systems so that 
all present telephones may be used. 

It was stated that 398 duplicate tele- 
phones would be removed. In case a sub- 
scriber desired to change his telephone, 
substituting a Pacific for an automatic, a 
charge of probably $3.50 would be made 

At the afternoon session N. Wigton, an 
engineer for the Pacific company, first 
took the stand. He stated that at pres- 
ent there are 3,139 Pacific telephones, and 
979 Home telephones in the Riverside ter- 
ritory. Of these 422 are duplicates. 

George B. Ellis, president of the River- 
side Home company, on taking the stand, 
testified that he had for several years 
owned a controlling interest in the com- 
pany. He paid $20 a share for the stock. 
For that price he sold his stock to the 
Paciic company. After the Pacific ac- 
quired control instructions were issued to 
seek no new business. 


vice versa. 


Massactusetts Six-Party Tele- 
phone Service Case. 

Steady diminution in the patronage of 
six-party telephone service was empha- 
sized recently by Vice-President Edward 
K. Hall of the New England Telephone 
& Telegraph Co. at a hearing before the 
Massachusetts Public Service Commis- 
sion on rates in the Salem district. 

Mr. Hall said that in 1910, just before 
the general rate reduction established by 
the Massachusetts Highway Commis- 
sion’s investigation, there were 6,780 
six-party district telephones in Massa- 
chusetts. Today, outside of Salem, there 
are only 31 such telephones in service. 
There are 593 in the Salem district, 
against 2,476 in 1910. 

Patrons‘ of.the company in this district 
appeared at the hearing in opposition to 
the company’s proposal to discontinue 
six-party line service on December 1. 

Mr. Hall stated that there are 10,207 
stations in the Salem district, 8,051 of 
which are on local service and 2,156 on 
district service. Of the residence sta- 
tions, 4,304 are on local service, 766 on 
the district service, and 593 on the now 
obsolete (so far as new contracts go) 
six-party service. These last include 201 


stations in Salem, 100 in Peabody, 148 in 
Danvers, 111 in Beverly, 31 in Marble- 
head and 2 in Beverly Farms. 

The number of lines used in six-party 
service in this district and the numbe: 
of stations carried are: Six stations, 1° 
lines; five stations, 19 lines; four sta- 
tions, 42 lines; three stations, 49 lines: 
two stations, 40 lines; one station, 2) 
lines, or 192 lines for the total six-part) 
service. 

Regarding six-party service in gen- 
eral, Mr. Hall showed that on a _ hali- 
dozen originating calls from such a line, 
the circuit might readily be completely 
tied up for an hour any evening, and that 
such a condition is unfair to the single 
party line 
system, no 


subscriber elsewhere on the 
matter how agreeable such 
continued use may be to the six-party 
line subscribers. 

The tying up of trunk lines involved in 
this class of service is very serious, par- 
ticularly in the evening hours in residen- 
tial districts, when a pronounced traffic 
peak occurs. A single trunk line may be 
tied up 32 times an hour, merely to find 
that the six-party line is busy. 

On six-party local service the trunk 
line will not be tied up to anything like 
the degree that prevails in district serv- 
ice, since in the former case the inter- 
exchange call becomes essentially a_to!! 
call and the limitation 
minutes shortens 
ably. 


of time to five 
conversations remark- 
Regarding the abolition of the six- 
party line, Mr. Hall stated that up to the 
time the commission asked the compan) 
to suspend canvassing, 487 out of the 5!) 
six-party line subscribers had signed con- 
tracts for new service. In some cases the 
$25 rate has been given up, even in face 
of an increase, because of the improved 
service offered on the more limited party 
lines. 

Of these 497 subscribers, 77 
picked out $18 or $21 local service plus 
toll calls rather than to pay $33 per year 
for district service. The speaker added 
that the company did not consider tle 
abolition of the six-party line 
equivalent to an increase in rates, «is 
three-quarters of the subscribers will p.y 
the company less money at the start than 
formerly. 

Chairman McLeod stated that he cor 
not see the matter in this light and t! 
he felt that the essence of the case 
volves a finding by the board in regard 
increased rates. The service remains 
same and the facilities for renderin: 
are improved. 

Mr. McLeod suggested that a f« 
party line district service might meet 
requirements of some of the subscril 
who do not wish to give up their pres 
six-party lines. 

In reply Mr. Hall said that this m) 
increase the company’s investment 
duly, and that as next year’s build 


per cent. 


service 
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program totals $10,000,000, any further 
additions are bound to be serious, as the 
company needs fundamentally to: utilize 
its existing plant to the fullest possible 
extent. It is possible, the speaker said, 
that a two-party measured service might 
solve the problem. There are. places, 
however, which never can be properly 
served by telephone without a district 
rate. The case was taken under advise- 
ment. 


Injunction Suit to Prevent Revoca- 
tion of Spokane Franchise. 

The injunction suit brought by the 
Home Telephone & Telegraph Co. to pre- 
vent the city of Spokane, Wash., from 
revoking its franchise was denied, last 
week in Federal Judge Rudkin’s court by 
agreement between the litigants. 

Judge Rudkin later signed a consent 
order to the effect that another applica- 
tion for an injunction to prevent a revo- 
cation of the franchise would be _ per- 
mitted when an occasion warranted. 

Attorney Alex Winston, representing 
the city, informed the court, in response 
to the show cause order issued at the 
instance of the company, that the city 
had no intentions of revoking the fran- 
chise without due process of law and 
remarked that “the telephone company 
has sought to prevent the city from do- 
ing something the telephone company well 
knows the city did not intend to do.” 

The denial of the injunction was fol- 
lowed quickly by the filing of a cross bill 
of complaint against the telephone com- 
pany commanding Manager C. E. Hick- 
man to surrender the franchise under 
which Spokane’s telephone service is now 
supplied or to appear in Judge Rudkin’s 
court on or before November 20 to show 
cause why the franchise should not be 
surrendered. A subpoena was promptly 
issued for Manager Hickman and the 
service of the complaint was made by 
deputy United States marshals. 

The city’s cross bill is based on a con- 
iention that the Home company has vio- 
lated its contract with the city in ad- 
ancing rates. 


Curtis (Neb.) Telephone Co. to 
Increase Business Rates. 

The Nebraska State Railway Commis- 
ion has authorized the Curtis Telephone 
‘0., of Curtis, Neb., to increase its rate 
n business telephones from $1.25 a 
ionth to $1.75 a month, a discount of 
') cents to be allowed if rental is paid 
n or before the 20th of the month in 
which it is due. 

The company originally asked leave to 
‘crease the business rate to $2 a month 
ind to increase residence rates from 
$1.25 a month to $1.50 a month, with a 
ciscount for prompt payment. Objections 
were filed to the increase in residence 
rates and the company modified its com- 
plaint by withdrawing its request for 
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higher residence rates and cut down the 
business rate to $1.75 with a discount. 

The order of the commission further 
provides that the rule of the company 
which now allows subscribers who own 
and maintain their telephone instruments 
a discount of 25 cents a month from the 
regular rate shall be canceled; also that 
the practice of permitting certain sub- 
scribers to pay rental to another company 
in which they own stock be discontinued 
and that all subscribers to the Curtis 
company be required to pay the legal 
rates on file with the railway commis- 
sion. 


To Boycott Telephone Company 
in Spokane, Wash. 

With the avowed purpose of boycotting 
the Home Telephone & Telegraph Co. 
and forcing it to observe the provisions 
of its franchise in respect to rates and 
service, the “Anti-Telephone League” has 
been organized in Spokane, Wash. 

Included among the 15 charter mem- 
bers are Commissioner of Finance J. C. 
Argall and Commissioner of Public 
Works Leonard Funk. Mayor Charles 
Fleming says he is in sympathy with the 
league, but has to have a telephone. Ed- 
ward L. Zimmerman, of the state game 
warden’s office, heads the league. 

Those joining are asked to pledge 
themselves either to refuse to pay more 
than $2 a month for their telephones or 
to order their instruments taken out. 
Meetings are planned for the near future 
to perfect an organization and to outline 
definite policies. 


Supreme Court Approves Sale of 
Interstate Securities. 

The Illinois Supreme Court, in a re- 
cent decision, upheld the action of the 
state public utilities commission in ap- 
proving the sale of the remainder of the 
stock and bonds of the Interstate Inde- 
pendent Telephone & Telegraph Co., of 
Aurora, IIl., to the American Telephone 
& Telegraph Co. The court dismissed the 
appeal of Edwin Romberg, a minority 
stockholder of the Interstate company, 
who alleged that the purchase of the 
stock would create a virtual monopoly. 


Jurisdiction of Public Utilities 
with State Commission. 

The Oregon Supreme Court, in a recent 
decision, held that the circuit courts of 
the state have no jurisdiction over the 
regulation of public service corporations, 
that power having been delegated to the 
public service commission by the voters 
of the state. 

This decision was rendered in an ap- 
peal of the case of the First National 
Bank of Albany, Ore. vs. the Pacific 


and Home telephone companies, which 
was dismissed by the judge of the circuit 
court at Albany. The supreme court held 
that the interposition of the court of 
equity to grant an injunctive relief was 
not warranted. 
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According to the supreme court deci- 
sion, the bank of Albany has a privately 
owned and operated telephone system in 
its building and that it desired to have 
this system connected with the Pacific 
telephone system so that communication 
could be had from any office in the bank 
with any office in the city. A connection 
was made by the bank and the suit was 
brought in the circuit court to perma- 
nently enjoin the company from discon- 
necting, interfering with, or changing it. 
The connection was made, it is asserted, 
without the knowledge or consent of the 
telephone company, with one of the trunk 
lines of the Pacific company which con: 
nected with a telephone booth in the bank 
building. 

When the suit was dismissed in the cir- 
cuit court at Albany it was appealed to 
the supreme court, which, because of the 
law which provides that the public serv- 
ice commission regulate public service 
corporations, affirmed the judgment of the 
lower court. 

A hearing will be held in this case by 
the Oregon Public Service Commission 
on November 27. 


Municipal Ownership Plan Voted 
Down by Lima Electors. 


Municipal ownership of the plant of the 
Lima (Ohio) Telephone & Telegraph Co. 
was voted down, 5,314 to 2,323, by Lima 
electors at the general election held on 
Tuesday of this week. 

The municipal ownership question was 
fostered by Edwin Blank, S. L. Newman, 
E. B. Lewis, and other socialist leaders 
They secured enough signatures to their 
referendum petition to insure the ques- 
tion’s being submitted to a vote. The 
telephone company on the other side con- 
ducted an extensive newspaper plan of 
education, setting forth its side of the 
case. 

D. J. Cable, president of the telephone 
company, issued the following statement 
after learning of the result of the elec- 
tion: 

“The vote indicates that without ques- 
tion the people of this city are against 
municipal ownership and also that they 
are not willing to enter upon a danger- 
ous experiment as attempted. 

“The company is gratified by the vote 
and accepts it as an endorsement of the 
efforts of the company, of its officers, and 
of its employes to give Lima the best 
up-to-date telephone service. 

“We thank the people for the result 
and wish to assure them that no effort 
will be spared to provide the best of 
service at all times.” 





Penalty for Giving Free Service in 
Violation of Law. 

The Florida Railroad Commission, in 

an Order 528, handed down October 31, 

ordered that a penalty of $1,000 be fixed 
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and imposed upon the Home Telephone 
Co., of Jacksonville, for violation of the 
law and of its tariff rates on file with 
the commission in giving free service to 
some 18 persons, firms or corporations. 


Determination of Legality of a 
Contract for Poles. 

‘The plaintiff sent to the defendant a 
contract calling for 4,000 poles and the 
defendant signed it after adding the 
words “more or less.” On its return the 
plaintiff signed it after striking out the 
words “or less.” The court held that the 
conduct of the parties amounted to no 
more than a series of offers, no one of 
which was assented to—W. C. Sterling 
& Son Co. vs. Watson & Bennett Co.; 
Supreme Court of Michigan; 159 North- 
western, 381. 

Summary of State Commission 
Hearings and Rulings. 
CALIFORNIA. 

October 31: Hearing on the petition 
of the Pacific Telephone & Telegraph 
Co., for permission to purchase the plant 
and business of the Riverside (Cal.) 
Home Telephone 

$245,383. 

November : 


& Telegraph Co., for 


At the request of the com- 
plainants. the commission dismissed the 
case of R. E. Hewes, of Los Angeles, 
against the Home Telephone & Tele- 
graph Co. and the Pacific Telephone & 
Telegraph Co. The complaint alleged 
discrimination in telephone rates. 
FLorIDA. 


Penalty of $1,000 imposed 

upon the Home Telephone Co., of Jack- 

sonville, for violation of the law and of 

its tariff rates on file with the commis- 

sion in giving free service to 18 per- 

sons, firms or corporations. Order 528. 
ILLINOIS. 

November 8: Continued hearing in 
Chicago on the petition of the city of 
Peoria to compel the Central Union Tele- 
phone Co., to reduce its rates to Peoria 
subscribers. Cross petition filed by the 
receiver of the Central Union company. 
INDIANA. 


October 30: Petition filed by the Citi- 
zens Independent Telephone Co., of 
Terre Haute, asking authority to issue 
$84,800 in bonds to be used in defray- 
ing expenses incurred in extensions and 
betterments of the petitioner’s property. 

KANSAS. 

October 31: Hearing on the applica- 
tion of the Wellsville (Kan.) Co-opera- 
tive Telephone Co., for permission to 
establish a 50-cent rate for extension sets 
on individual telephone lines. 


MINNESOTA. 

November 6: The Northern Pacific 
Railway Co., having advised the com- 
mission that it will have a telephone in- 
stalled in its depot at Finlayson, Minn., 
not later than November 10, the com- 
mission dismissed the petition of Arth 
Brothers Co., C. J. Hoglund, and others, 
for an order requiring the railway com- 
pany to install telephone service in the 
depot in question. 

November 6: Hearing at St. Paul in 
the matter of the complaint of Brita 
Paulson, of Anoka, Minn., upon the re- 
fusal of the Clifton Rural Telephone Co. 
to furnish telephone service. 


October 31: 
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November 8: Hearing in the commer- 
cial club rooms at Zumbrota, Minn., in 
the matter of the application of the 
Zumbrota Telephone Co. for permission 
to increase certain of its rates at Zum- 
brota, Minn. In the application it is al- 
lezged that the company recently estab- 
lished a continuous 24-hour service with 
the understanding that certain of its rates 
would be increased to cover the additional 
expense entailed and that since that time 
the company has made additions to its 
plant involving an expenditure of $3,000. 


NEBRASKA. 

October: The commission authorized 
the Curtis (Neb.) Telephone Co. to in- 
crease its business rates from $1.25 to 
$1.75 a month, with a discount of 25 
cents for prompt payment. This order 
became effective November 1. 


New HAMPSHIRE. 

October: Hearing upon the applica- 
tion of the Coos Telephone Co. for per- 
mission to lease part of its plant located 
in Pittsburg and Clarksville to Frank W. 
Baldwin, of Pittsburg, N. H. 

October 25: Hearing upon the petition 
of the Connecticut Valley Telephone Co. 
for authority to purchase certain tele- 
phone property of the Fairlee Telephone 
Co., of Fairlee, Vt., certain property of 
the Piermont Telephone Co., of Pier- 
mont, N. H., and certain property of 
the White Mountain Telephone & Tele- 
graph Co., of Plymouth, N. H. 

NEW JERSEY. 

November 16: Further hearing on the 
investigation of rates charged by the 
New York Telephone Co. and the Dela- 
ware & Atlantic Telephone & Telegraph 
Co. in the state. An appraisal of the 
companies’ properties will be submitted 
at this time. 

OHIOo. 

October: The Ohio State Telephone 
Co. filed a statement giving the results 
of its appraisal of the Cleveland plant. 
The reproduction value is placed at 
$6,228,140, while the present value of the 
property is fixed at $5,781,905. 

OREGON. 

October 27: Hearing on the petition 
of the First National Bank, of Albany, 
Ore., for an order restraining the Pa- 
cific and Home telephone companies from 
interfering with or disconnecting its 
privately-owned and operated telephone 
system which it connected, without the 
knowledge or consent of the telephone 
company, with the Pacific company’s lines 
through a booth in the bank building. 

PENNSYLVANIA. 

October: Objections filed by subscrib- 
ers of the Somerset Telephone Co., of 
Somerset, Pa. and the Economy Tele- 
phone Co., of Meyersdale, to the new 
schedule of rates of the companies re- 
cently filed with the commission. 

October 31: The commission approved 
the application for the lease by the Wi- 
conisco Telephone & Telegraph Co., of 
Wiconisco, Pa., of the plant of the Bell 
Telephone Co., of Pennsylvania. 

November 13: Hearing at Harrisburg. 
Pa., on the application of the Central 
District Telephone Co. for the approval 
of an ordinance granted September 25, 
1916, by the council of the borough of 
Carrick, Allegheny county. 

SoutH CAROLINA. 

November 28: Hearing on the question 
of allowing an increase in telephone rates 
for the town of Manning, S. C 


WISCONSIN. 
October 23: Upon a petition signed by 
26 persons charging that service rendered 
by the Adams County Metallic Telephone 
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Co. is inadequate, the Wisconsin Rail 
road Commission ordered certain im 
provements and changes. 

They include provision for good ele 
trical contacts at all wire splices, trim 
ming of trees and repairing of lines, « 
directory of subscribers and list of rules, 
records of complaints and irregularities 
in service, and full compliance otherwise 
with the standards of telephone service 
prescribed by the commission. 

The work of repairing the lines and 
equipment should be started at once, the 
decision states, and May 1, 1917, is con- 
sidered a reasonable date for the com- 
pletion of the improvements. 

October 24: The Pulaski Merchants & 
Farmers’ Telephone Co. was given per- 
mission to issue $200 of stock for the 
purpose of securing funds with which to 
make needed extensions and additions. 

October 25: A supplementary order 
was entered by the commission in the 
matter of the application of the Shaw 
Telephone Co. for authority to increase 
rates. 


An order was entered September 30, 
1916, authorizing a toll charge of five 
cents for three-minute messages on a 
two-number basis, and ten cents for each 
three-minute message on a_ particular 
party basis between Cleghorn and Eau 
Claire. The company has since re- 
quested permission to adopt, in connec- 
tion with these rates, an excess rate of 
five cents on either the two-number or 
the particular party basis. 

The commission’s decision authorizes a 
charge of three cents for each additional 
three minutes or fraction thereof in ex- 
cess of an original three-minute message 
on either the two-number or the particu- 
lar party basis, in either direction be- 
tween the Eau Claire exchange of the 
Wisconsin Telephone Co. or the Cleg- 
horn exchange of the Shaw Telephone 
Co. 

The Shaw company also is allowed to 
adopt a rule requiring the payment of 
rentals quarterly in advance and the pay- 
ment ot toll charges for the previous 
quarter; for the discontinuance of ser- 
vice to subscribers failing to make such 
payments, and for charging of a reinstal- 
lation fee of $1. 

October 25: The Hubertus Telephone 
Co. made application for authority to 
issue $200 of stock for validating an 
equal amount of void stock outstanding. 

October 26: Edward Jones, of Sawyer, 
Door county, filed a complaint relative to 
the alleged réfusal of the Wisconsin Tele: 
phone Co. to provide service. 

November 9: Hearing in the case of 
the Theresa Union Telephone Co. \°s. 
the East Valley Telephone Co., in re- 
gard to alleged violations of law. U-71 

November 14: Hearing in the case ot 
Marx Brothers & Barth, et al. vs. ile 
Chicago, Milwaukee & St. Paul Railway. 
in regard to telephone in station. R-2 

November 16: Hearing at Fairchild. 
Wis., in the case of R. L. Frisbie, et al. 
vs. the Central Wisconsin Telephone ( ».. 
in regard to service. U-985. 

November 16: Hearing in the cas 
the Glidden Telephone Co., vs. the A 
land Home Telephone Co., in regard 
the division of tolls. U-984. 

November 16: Hearing in the case 
the Ashland Home Telephone Co. vs. |! 
Glidden Telephone Co. U-990 

November 24: Hearing in the ma‘‘e 
of the application of the Door Cov"t 
Telephone Co., of Sturgeon Bay, V's. 
for authority to increase rates. U-991. 









Total Cost of Telephone Service 


Discussion of Elements Which Make Up the Total Cost of Telephone 


Service — Depreciation and Its Importance — The Requirements of Small 
Companies — Cost of Operation and Maintenance 


With the telephone industry where it 
stands today—in a period of high prices 
of both labor and material—and with the 
demands for increased facilities showing 
no signs that the maximum development 
of the industry has been anywhere near- 
ly reached, the permanent security of the 
business requires that telephone men turn 
their attention more than ever to a con- 
sideration of what it is costing them to 
furnish telephone service. Important as 
it is that each class of subscribers con- 
tribute its fair share of the cost of ser- 
vice, it is even more important, funda- 
mentally, that the entire cost of service 
be recognized and met. 

A rather intimate acquaintance with 
the conditions of the telephone industry 
in Wisconsin and a study of decisions of 
various public service commissions relat- 
ing to telephone rates indicate to the 
writer that, in too many instances, tele- 
phone men have not had clearly in mind 
the various elements which go to make 
up the real cost of service. This may 
be attributed to conditions in the history 
of Independent telephony with which 
we are all well acquainted. 


EARLY CONDITIONS OF TELEPHONY. 


How frequently it has happened that 
what started in a small way for the ac- 
commodation of a few neighbors or for 
the purpose of putting business men in 
touch with a few of their business con- 
nections, has developed into a compre- 
hensive telephone system serving an ex- 
tensive community. Illustrations such as 
that of a telephone system started by a 
village physician to bring him into closer 
touch with his patients, which soon grew 
tc such proportions that the physician be- 
came the active head of an important 
‘slic utility, or that of the rural tele- 
hone system which originated with a 
sinvle line built by a country merchant 
ts connect his store with the nearest 
ra:!road point, are familiar to all of us. 

ithough not all Independent telephone 
ssstems have grown from such _ begin- 
2s, it is true of the business, general- 
‘ that those who started these systems 
| their way had no anticipation of the 

ortions to which they would grow 
oy of the capital which would be re- 
(i.red for their development. The rap- 


rs | 


— oe 


‘iy with which the telephone business 
esiablished itself as a necessity and the 
imperative need of capital to provide 
for its growth, found: it unprepared to 
secure the* capital from outside sources. 





By George C. Mathews 


The business was largely without es- 
tablished credit and telephone securities 
were not readily marketable. Even today 
in many sections, bonds of Independent 
telephone companies are almost unknown. 


The difficulty of interesting outside 
capital has meant that the _ origi- 
nal investors were forced to provide 


the money for the growth of the busi- 
ness and to protect their existing invest- 
ment. This was done either by actually 
putting in more funds or by leaving their 
carnings in the business—often by both. 


REASONABLE RATE AND FAR RETURN. 


it stated—and 
commissions 


We have often heard 


public service have _re- 
iterated the statement—that a fair return 
on the investment in a public utility en- 
terprise must be such a return as, under 
normal conditions, will cause outside 
capital to seek investment in that enter- 
prise. Judged by this standard, it is 
hard to say what was a reasonable rate 
of return in the Independent telephone 
business, because for many companies, 
at least, outside capital was not attracted 
and, in fact, could not be secured at any- 
where near the general rate of return 
in well-established businesses. The new- 
ness of the telephone business and the 
potentiality of competition established the 
reputation of telephony as a hazardous 
field for investment. 

Fortunately these conditions are pass- 
ing. But even with the most favorable 
credit conditions which can be antici- 
pated, there is a vast difference between 
the rate of return which attract 
outside capital and the rate which tele- 
phone owners have been compelled to ac- 
cept if they were to protect their exist- 
ing investments and provide for a future 
whose possibilities could not be foreseen. 
Greater still would be the difference be- 
tween what they were actually able to 
secure as a return on their investment 
and what would have been required in 
the past to secure a free movement of 
outside capital into the telephone indus- 


try. 


will 


Cost or Carirtat Not Onty Factor. 


Of very great importance, therefore, 
in determining the total cost of telephone 
service, is recognition of the fact that 
the normal cost of capital, as measured 
by the standards which are becoming 
generally recognized in other utility in- 
dustries, is something only remotely re- 
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lated to the return which has prevailed 
in past days of the telephone business. 

Of ro less importance than a return 
on capital devoted to telephone service 
is provision for the wearing out of the 
telephone plant and its attendant diminu- 
tion of assets. Although one or two of 
the public service commissions have ex- 
pressed a doubt as to the propriety of 
making an allowance for depreciation, 
beyond the expenditures for current 
maintenance, the well-reasoned decisions 
are unanimous in their recognition of 
provision for depreciation as a_legiti- 
mate expense of conducting the telephone 
business. 

There is many a telephone company 
which has learned by painful experience 
that depreciation, like death and taxes, 
is inevitable. Especially true is this of 
co-operative companies which find them- 
selves with worn-out plant and no funds 
available for reconstruction. Despite the 
fact that depreciation is an ever-present 
fact, the sum total of the applied knowl- 
edge which is being used in rate regula- 
tions seems to be represented by tables 
of average lives of equipment. 


Tasle oF AVERAGE LIFE. 

There is no intention here of mini- 
mizing the value of such tables. In 
their application by commissions in fix- 
ing rates, they have resulted in a sub- 
stantial measure of justice: to telephone 
companies and to the public, but that 
there is need for much further informa- 
tion on the subject seems beyond ques- 
tion. We may know by experience that 
in the past the average useful life of 
telephone switchboards has been 15 years. 
At least, this is a figure which has been 
accepted by some of the most competent 
engineers and by regulatory commission- 
crs. 

This figure, however, does not tell us 
to what extent this short life has been 
due to actual wearing out in service and 
kow much to inadequacy to handle in- 
creased numbers of subscribers or to ob- 
solescence on account of the develop- 
ment of more modern types of equip- 
ment. We may be able to determine how 
long the average telephone instrument 
has heen kept in service, but we are not 
able to say how much of useful life 
might have been left in that average in- 
strument if a different type of instrument 
had not been developed. 

The advent of very complete develop- 
ment studies has lessened, though it has 
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not eliminated, the risks of imadequacy 
and of wrong location of equipment. 
What the effect of obsolescence will be 
in the future is difficult to estimate. Just 
when the manual switchboards have 
reached a point which approaches per- 
fection for their type, we find the de- 
velopment of automatic and automanual 
types threatening to supersede them. The 
possibilities of other developments, 
though at present vague, cannot be ig- 
nored in estimating the importance of the 
element of obsolescence. 
THE DEPRECIATION RATE. 

The best that can be done in any in- 
dividual case is to study all the condi- 
tions which appear likely to lead to ob- 
solescence or inadequacy in order that 
the application of a percentage for de- 
preciation, based on general life tables, 
may recognize all the known conditions 
of the case which may tend to change 
that percentage. 

For the small telephone company the 
acceptance of a depreciation rate based 
on general experience is especially dan- 
gerous, because a single unforeseen ca- 
tastrophe may make that rate inadequate. 
A sleet storm often takes down prac- 
tically the entire wire plant of a small 
telephone company. A large company op- 
crating over a wide territory has its sleet 
risk distributed so that the effect of a 
storm may be relatively less serious. But 
for the small company which makes pro- 
vision for depreciation at a rate based on 
the experience of the entire business, the 
effect is about the same as it would be 
if the owner of a single building were to 
attempt to provide for his own fire insur- 
ance at the rate which he would pay to a 
large insurance company with widely- 
scattered risks. He may win, but if a 
sleet storm comes his protection is in- 
adequate. 

Proper provision for depreciation 
should not only be adequate to provide 
for the certainty of property wearing out 
im service, but it should include also pro- 
vision for inadequacy, obsolescence, and 
unusual risk, so far as such elements 
can be determined for the future. 

Expense Not AcTUALLY INCURRED. 

Conditions in the telephone business 
which have frequently resulted in in- 
adequate provision for depreciation and 
for return on investment, have also had 
their effect upon expenditures for opera- 
tion and maintenance although it is per- 
haps more difficult to determine what 
are proper operating and maintenance 
expenses than it is to fix a general av- 
erage for interest and depreciation. Con- 
ditions of operation and maintenance 
vary so greatly that it is dangerous to as- 
sume that the expenses which experience 
has shown to be adequate for a given 
group of companies, will be proper for 
any other company. 

Public service commissions have very 
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generally been slow to make allowance 
for expenses not actually incurred, al- 
though in some cases there have been 
deviations from this policy. The result 
of this is that the company which has 
been more economical than the ultimate 
good of the service would require and 
which needs additional revenue to con 
duct its business efficiently, as well as to 
provide for interest and depreciation, is 
under the requirement of proving the 
necessity for higher expenses for opera- 
tion and current repairs. 

The general improvement in the stand- 
ard of telephone service means that, in 
the long run, the company which is too 
conservative in spending money for op- 
eration and maintenance, will not be able 
to meet the advancing service require- 
ments. 


TELEPHONE LEGISLATION FEATURES. 


Telephone legislation which has a 
bearing on the ultimate solution of the 
problems of rates and service is of such 
recent development that the industry is 
only beginning to adjust itself to changed 
conditions. In fact, the legislative pro- 
gram is by no means completed. The 
most important features of that pro- 
gram are: The restriction of competi- 
tion; the removal of telephone com- 
panies from local control of rates and 
the transfer of such control to state 
commissions; and the physical connec- 
tion laws which aim to secure an ex- 
tent of service greater than has hereto- 
fore prevailed. 

The restriction of competition and 
the assumption by state governments of 
the power to control rates, which have 
been subject to the fear of competition 
and in some states, to municipal control, 
have been substantial steps toward the 
solution of some of the problems of 
telephony. We need only turn to the 
record of the leading utilities commis- 
sions and review the great number of 
cases in which telephone companies have 
asked for and been granted authority to 
increase rates, for evidence of the effect 
which the new order of things has had 
on the telephone industry. 

Some of the critics of modern regula- 
tion profess to see in the increases of 
rates which have been authorized, an 
unmitigated evil. If we are prepared to 
admit, however, that a business which 
undertakes to supply a public need and 
which is charged with the duty of con- 
tinuing to supply that need, is entitled 
to earn enough to cover the cost of con- 
ducting the business and provide a fair 
return on the capital devoted to the 
public service, we cannot find that the 
increases of rates have been carried to 
such an extent as to violate a_ public 
right. 

Criticism of the tendency toward in- 
creased rates, when honest, is based 
upon a misunderstanding of the ele- 
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ments which make up the total cost of 
service. The prevalence of low rates 
in the past, regardless of the reasons, 
has given rise to the impression that 
such rates must have been profitable, 
especially as the business continued to 
expand under them. The fact is. lost 
sight of that the business of many com- 
panies did not grow by attracting out- 
side capital, but that, rather, the original 
investors had to strain every resource 
to furnish the added capital necessary 
to protect their existing investments and 
provide for the growth of the business. 

This belief in the general adequacy of 
existing rates also overlooks the fact 
that in the earlier days of the telephone 
business the importance and extent of 
depreciation, inadequacy, obsolescence 
and extraordinary risk were but little 
understood; that economy of operation 
and maintenance, so rigid as to be in- 
consistent with the ultimate good of the 
service, had to be practiced; and that 
eyisting rates were established when the 
business was in its infancy and were 
continued because the danger of com- 
petition gave the companies no alterna- 
tive but to accept what they could get 
or run the risk of having their systems 
crippled by competition. 

When the necessity of increased rates 
becomes apparent to the companies, 
modern legislation is providing a 
method for review of the facts by pub- 
le authority. To the telephone com- 
pany which asks for a change of rates 
a full understanding of what it actually 
costs to furnish service is of the first 
importance. Some of the state com- 
missions have taken the attitude tliat 
they cannot be expected to make inves- 
tigations to determine the needs of tele- 
phone companies, but that companies 
must be prepared to demonstrate the 
necessity for changing rates. 

Fair Cost oF SERVICE. 

If the new rates are to be proper, in 
protecting the company ‘and _ dealing 
justly with the public, they must be 
based, at least as a whole, upon the fair 
cost of service. To show what the fair 
cost of service amounts to requires that 
the company be in a position to show 
what is a fair return on its investment: 
what is an adequate allowance for  e- 
preciation; and what is the cost of op- 
erating and maintaining the plant in 
accordance with present-day standards 
of service. Anything less than this is 
inadequate and rates made on ot 
bases are food for critics and cause 
dissatisfaction. 

For Independent telephone men 
situation is a serious but not a 
couraging one. ‘Their lives have |! 
devoted to the cause of telephony 
their property in many cases consists 
their interest in their telephone pla™'s. 
Rates made years ago when the gro: th 
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of the business was only dimly fore- 
seen were necessarily set without ade- 
quate knowledge of the cost of con- 
ducting the business when it should 
have increased many fold, and with no 
knowledge of the increased prices 
which would have to be paid for labor 
and material. 

Telephone rates, unlike the prices of 
the ordinary commodities of daily use, 
cannot fluctuate with every change in 
market, conditions. Because they must 
remain constant over relatively long 
periods of time, it is particularly impor- 
tant that they be made with as full a 
knowledge as it is possible to obtain 
of the actual cost of service, and that 
regulation respond as readily as possi- 
ble to changes in the cost of producing 
the service. 

The fetish of the dollar rate, or of 
any permanently fixed rate for telephone 
service, if allowed to control the fixing 
of the rate, will eventually result in in- 
justice. Just at present it looks as 
though the injustice of such a _ rate 
would fall upon the. telephone company. 
But if we come to a period of declining 
prices, the user of telephone service will 
be the one to suffer. 


Annual and District Meetings of 
Texas Association. 


The Texas Independent Telephone As- 
sociation will hold its annual convention 
in Dallas, Texas, February 22 and 23, 
1917. 

The association is also planning to hold 
several district meetings this fall. Those 
scheduled already are as follows: Green- 
ville, Texas, November 21; Tyler, Texas, 
November 23; Temple, Texas, Novem- 
her 27. 


Interesting Growth of the Newark 
Telephone Co., Newark, Ohio. 


In a special “Greater Newark and Lick- 
ng County Edition” of the Newark 
(Ohio) American Tribune, the Newark 
‘elephone Co. is featured as a “Great 
actor in Business Lines.” This com- 
any operates exchanges at Newark, 
(sranville, Hanover, St. Louisville, Gra- 
‘iot, Glenford and Somerset, with a total 

over 53,900 telephones in service. It 
ias 4,500 automatic telephones in service 
at Newark and Granville, the subscribers 
‘n these cities calling each other directly. 
‘Ine factor of special interest relative to 
the Newark Telephone Co. is the very 
uigh calling rate at Newark, where an 
verage of 50,000 telephone calls are 
handled daily. 

The Newark company was a pioneer in 
Independent telephony in the state of 
Ohio, its inception being made on July 2, 
1894—22 years ago—when Warren S. 
Weiant secured a franchise from the city. 
of Newark giving him the right-to estab- 
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lish and operate a telephone system in 
the city. A company was then organized 
and on December 26 of the same year, a 
meeting was held at which the following 
were elected directors : 

Warren S. Weiant, Edward Kibler, 
John C. Brennan, Frank B. Gibson, Chas. 
E. Stasel, Jas. K. Hamill and Albert C. 
Stevens. 

Almost immediately a construction con- 
tract was entered into, and work prog- 
ressed rapidly. On May 1, 1895, the 
Newark plant was completed and under 
A. T. Brennan, as manager, commenced 
to give service to its 200 patrons. 

The company prospered from the start— 
toll lines were built, the branch exchange 
at Granville was erected, the capital stock 
was three times increased to take care of 
the rapidly-growing business, until in 
1900 the manager reported 518 telephones 
in service. 

J. K. Hamill was elected manager to 
succeed Mr. Brennan in that year, and he 
served until March 19, 1901, when Roy 
Moore took the managerial reins until 
September 21, when he turned them over 
tc J. B. Lang. In January, of 1902, C. E. 
Stasel assumed the temporary manage- 
ment, until C. E.‘ Hollander was secured 
to act in that capacity. Mr. Hollander 
arrived to take charge on July 16, 1902, 
and settled the managerial problems of 
the company, having remained as active 
head to the present time. 

A new Sterling switchboard was in- 
stalled in 1903. It met with instant suc- 
cess, and was responsible for 600 new 
telephones being installed in the year fol- 
lowing, thus doubling the number of 
connected subscribers. In March, 1911, 
the offices of the company were moved 
into the Arcade building, and the present 
automatic system was installed, with an 
initial capacity of 4,000 subscribers, and 
at a cost of practically $130,000. This 
automatic system, it is stated, has proved 
very successful in this city, and has be- 
come very popular with the subscribers. 
This is evidenced by the fact that, as 
previously stated, an average of 50,000 
calls pass through the local exchange 
every day. To handle the same number 
of calls with manual equipment, it is esti- 
mated that about 55 operators would be 
required. 

An automatic system was recently cut 
into service in Granville, a town of about 
1,400 population, some seven or eight 
miles west of Newark. The subscribers 
in Newark and Granville are thus en- 
abled to call each other direct. With its 
seven exchanges the Newark Telephone 
Co. serves a territory of the finest agri- 
cultural section in the Middle West, with 
Newark, its main exchange, as the trad- 
ing center for the entire district. 

In the same issue of the Newark 
American Tribune, the Newark Tele- 
phone Co. carried a half page advertise- 
ment, featuring the 4,500 automatic tele- 
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phones in service in Newark and Gran- 
ville; direct connections between subscrib- 
ers at Newark and Granville, and also 
the fact that the company has automatic 
toll circuits to Columbus and ‘Zanesville. 


Program for Illinois Convention to 
Be Held Next Week. 


An interesting program has been ar- 
ranged for the twelfth annual convention 
of the Illinois Independent Telephone 
Association, to be held on November 15, 
16 and 17 of next week at the Leland 
Hotel, Springfield, Ill. The program is, 
i full, as follows: 

OPENING SESSION, WEDNESDAY 
NOON. 

Address of welcome, by 
man of Springfield. 

Response, by Vice-President Manford 
Savage of Champaign. 

President's address, E. 
Pittsfield. 

“The Telephone and Community,” by 
Dr. R. E. Hieronymous of Champaign, 
community adviser of the University of 
Ilinois. 

THURSDAY MorNING SESSION. 
“Serving the Public,’ by J. H. 
maker, Cedar Falls, Iowa. 
General discussion of 

phone topics. 


AFTER- 


Mayor Bow- 


D. Glandon of 


Shoe- 
important tele- 


THURSDAY AFTERNOON SESSION. 

Address, by Ex-Governor Richard 
Yates of Springfield. 

THURSDAY EVENING. 

Annual banquet of the association, ‘at 
which Manford Savage will act as toast- 
master. 

FRIDAY 

“Clean Hands,” by 
of St. Louis, Mo. 

General 
phone topics. 

CLosING SEssION, FRIDAY AFTERNOON. 

Reports of committees. 

Election of officers. 

O. F. Berry, general counsel of the 
association, will be present during the 
convention and will have a message of 
interest for all Independent telephone 
men, 

Simultaneous with the holding of the 
business sessions of the convention, op- 
erators’ will be conducted each 
day of the convention, both morning and 
afternoon sessions being scheduled. The 
last day’s session (Friday) will be for 
chief and toll operators only. W. S. 
Vivian will be in charge of the school, 
assisted by C. E. Doolittle of Terre 
Haute, Ind. and A. J. Shands of St. 
Louis, Mo. 

A wire chief’s conference will be con- 
ducted by A. M. Haubrich, engineer of 
the Stromberg-Carlson Telephone Mfg. 
Co., of Rochester, N. Y. There will be 
two sessions held each day of the con- 
vention except Friday, when the confer- 
ence will close with the morning sessign. 


MorniING SESSION. 
Bruce A. Campbell 


discussion of important tele- 


schools 
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THE BICCESTavoBROADES! 


In designing the Automatic display at this year’s 
Chicago Convention we have aimed to make it the 
biggest and broadest collection of progressive telephone 
ideas that will be presented there. A few of its more 
important features are outlined below. 


Big Town Service Real “Rapid Fire” 
for Small Service on 
Exchanges , Toll Lines 


Practically every Telephone Company in There are only two ways of making your 
America is facing the very serious prob- toll lines more profitable. Your rates are 
lem of giving adequate telephone service to 


a “tdi ae sapape ge eat fixed by law, or at least you would find it 
its subscribers living in small towns. $ . 


: very difficult to raise them. Therefore, in 
There was a time when these patrons : 
were thankful to receive any sort of serv- 
ice, no matter how slow or inaccurate or 
imperfect it might be. But that condition you must keep your lines occupied profit- 
is rapidly passing and today the companies ably more of the time. 
are facing insistent demands for good serv- : 
ice, continuous service, rapid service, and Numerous companies have accepted our 
at the same time it is becoming more and suggestions as to the best way to do this, 
more difficult to obtain operators and they and our exhibit this vear shows vou how 
are receiving higher wages than ever before. ‘ : 


order to earn more on your long distance 
service, you must secure more business, and 


they are increasing their toll profits. 

The telephone companies are being , 
squeezed between the upper and lower mill If you offer superior service, real “rapid 
stone, but some of them are finding the way fire’ service, your patrons will give you 
out. more and more of their business. 


How are you solving this problem ? : 
) 5 I If you can handle toll calls more quickly 


We have a solution that really avoids all by reducing the time necessary to set up 
the difficulties and expense. It is in suc- ; 
cessful operation in various sections of the 
country. 


connections, you can handle more business 
over your present trunks. 
Our exhibit shows exactly how this is Both of these will help your toll lines 
being done. earn more money for your company. It 
If you are facing this problem come in will be worth your while to visit our ex 
and see what we offer. hibit and learn how others are doing thi 


AUTOMATIC ELECTPIC 
ete] 7 -%, & Ate ey -Ver: 


Please tell the Advertiser you saw his Advertisement in TELEPHONY. 
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XHIBITat tHe CONVENTION 


This Exhibit will not be simply a collection of tele- 
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phone apparatus, but will present the most practical 
and satisfactory solutions of the biggest problems you 
are facing. We realize that you will be busy, but you 
cannot afford to miss the Automatic Exhibit. 


The Easy Way to 
Maintain Good 
Service 


Eternal vigilance is the price of reason- 
ably good service, but keep “‘on the job” as 
much as you will, still the complaints 
pile up. 

You are on the jump all day long, “shoot- 
ing” this trouble and then that, but the sub- 
scribers always have some sort of a kick. 

The fault is not with you, but with your 
system. You chase trouble after it has hap- 
pened instead of stopping it before it gets 
started. 

There are a great many telephone compa- 
nies in America that are using this same 
hard and costly method, but there are 
others which have learned the easy way to 
maintain good service. 

The men in these switchrooms do not 
spend their days skipping about correcting 
faults but instead they follow certain rou- 
tines which eliminate subscribers’ com- 
plaints almost entirely. 

Would you like to know how “the other 
icllow” keeps his “troubles” down to one 

cr telephone per year? 

[f you will call at our exhibit we shall 

pleased to show you some interesting 

cts and figures, and explain fully the easy 
iy to maintain good telephone service. 


CONVENTION HEADQUAPTEPS 
SUITE 1708-1710 HOTEL LASALLE 





Please tell the 





Advertiser you saw his 


Real Economy 
in Buying 
Supplies 


You would naturally expect a great cof- 
fee merchant to serve pretty good coffee at 
his own table, wouldn’t you? 

It is quite likely that a large tobacco 
grower smokes good cigars. 

The makers of fine wines usually drink 
only the best of their wares. 

Well, so it is with “Raven Brand” Tele- 
phone Supplies. This is not a “trade” line, 
gotten out to sell, but a line developed to 
meet our own needs as manufacturers. 
“Raven Brand” supplies are “private stock” 
and we offer them to you simply because 
the capacity of our plant is greater than our 
own requirements, and it is better for us 
to manufacture at capacity, and sell the 
surplus at a close margin, than to cut down 
our production. 

We use “Raven Brand” supplies in the 
equipment we send out. Our whole repu- 
tation is dependent on these supplies and 
we can’t afford to put out any but the best. 

This situation means that you can buy 
first-class supplies at very close figures, it 
means Real Economy in Buying Supplies. 

Our exhibit will contain complete samples 
of all our “Raven Brand” line of cords, ca- 
bles, wires, condensers, telephones, parts, etc. 

It will be a pleasure for you to look them 
over, and profitable to note our prices. 
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Fundamental Principles of the Telephone Business 


A Reading Course Designed to Present Logically the Principles Which Underlie 
Successful Organization and Operation of Telephone Properties—Prepared Under 
the General Supervision of Stanley R. Edwards—Part I, Telephone Economics, 
by James H. Shoemaker, Completed June 26, 1915—Part II, The Corporate Tele- 
phone Organization, by J. C. Kelsey and S. R. Edwards, Completed September 25, 
1915—Part III, Telephone Accounting and Auditing, by James H. Shoemaker, 
Completed January 15, 191/6—Part IV, Telephone Finance, by J. C. Kelsey 
and S. R. Edwards, Completed June 3, 1916—Installments Now Being Presented 
Comprise Part V, Telephone Advertising and Publicity, Written by Roy D. Mock 








Quiz Questions on the Preceding 

Installment. 

112. What kind of advertising consti- 
tutes good will advertising? Why will an 
advertisement like that reproduced in Fig. 
90 receive attention ? 

113. Discuss the points brought’ out in 
the advertisements Figs. 
91, 92 and 93. 

114. Discuss the purposes of the ad- 
vertisements shown in Figs. 94 and 95. 

115. What devices are being used by 
some public service companies to interest 
stockholders in the company’s service ? 

116. Describe other plans for increas- 
ing good will. What points are discussed 
in advertisements which are designed to 
pave the way for a rate increase? 


CHAPTER VIII. Advertising to 
Promote Good Will (Continued). 
117. Newspaper Advertisement with a 

Talk on Competition—An _ Independent 
telephone company in close competition 
with a Bell company, usually finds that 
one of the hardest problems it has to face 
is to keep alive the spirit of competition 
and to do so with good grace. Competi- 
tion among telephone companies, to many 
people, means double service and, conse- 
quently, higher rates. The company facing 
this problem is sure to find that it engen- 
ders ill will as well as some good will. 

The advertisement reproduced in Fig. 
101 contains some very good talk on the 
subject of competition. It is quite appa- 
rent that the main feature of this adver- 
tisement is the broad border which gives 
the advertisement the appearance of being 
shown on a motion picture screen. The 
whole advertisement would have been im- 
proved somewhat if it had been recon- 
structed to give some clue to the fact 
that it is a telephone advertisement, and 
also if the Independent Shield had been 
introduced. 

118. Paving the Way for an Increase 
in Rates.—As an example of an adver- 
tisement designed to prepare the public’s 
mind for an increase in rates, we com- 
mend a page advertisement run by the 
Missouri & Kansas Telephone Co. in the 
Hutchinson, Kan., newspapers. 


reproduced in 


This advertisement carries out the 
ideas previously expressed in this series 
of articles, that before any change of 
rates or even before an application for 
change of rates is presented to a public 
utilities commission—before all this—the 
company should take its contention direct 


119. Points Brought Out-in Advertise- 
ment for Creating Good Will in Favor of 
Rate Increases —According to the adver- 
tisement, the Hutchinson Telephone Ex- 
change, which keeps books in conformity 
with the correct method prescribed by the 
Interstate Commerce Commission, is earn- 


Competition Keeps Cost Down 


Philadelphia has long enjoyed the large benefits of tclcphene 


competition. 


Buffalo, too, has telephone competition, with its rich reward 
of low cost and high standards of service. 

But the citizens of Buffalo have now been asked to agree to 
a proposed merger of the competing telephone companies. 

_ What the absence of telephone competition actually would 
bring to Buffalo in the way of increased cost is being figured by 
some of the more thoughtful subscribers. 

The Postal Telegraph-Cable Company, in a published state- 
ment, says that whereas it now pays annually for telephone 
service at its main office in Buffalo $1088, under the rates of the 
proposed merger - company would have to pay $2947—almost 


three times as much. 


__ The introduction of a Keystone telephone into your business 
will not only reduce your telephone expense, but will bring to you 
all the benefits of increased facilities—open a new door to cus- 


tomers. 


Pian. 


Call Mr. Blake, Main 1, and ask him about our money-saving 


THE KEYSTONE TELEPHONE SYSTEM 
135 South Second Street 


Fig. 101. 


to the people of the community and get 
them to see the reason for the proposed 
change. 

The advertisement mentioned starts out 
by showing a condensed balance sheet of 
the company, proving that for- a num- 
ber of years patrons received their tele- 
phone service at less than cost. At the 
time the advertisement was run, patrons 
were paying a small fraction more than 
cest, but returns were still less than 1 
per cent. on the investment. 
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Good Talk, but Independent Shield Would Add to Strength. 


ing practically nothing. It is pointed 
that the company cannot quit becaus: 
the thousands of dollars invested. (| 
sequently, the company comes to the 
lic first, because it wants the publ: 
know that the rates are too low f°" 
to conduct a successful, profitable an 
tablished business—too low for it e\ 
interest capital, should it be neede 
make extensions or additions to 
equipment or. plant. 

The question of public utilities co 
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“When You Telephone—Smile” 


And let your smile be reflected in your voice, 
so that it may be carried out over the telephone 
wires to pile up good will and good business for 
you among friends and business associates 


everywhere. 


“When you telephone—smile” is a formula that 
you can apply to your telephone conversations 
to the ever increasing satisfaction of yourself 
and of those with whom you talk. 


Pioneer Telephone & 
Telegraph Co. 








ia} 
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Don't “Jigpzle” the Hook 
OT eruripawal coc — of the telephone 
3 ecmenne Oe button on an electric 


This is what happens when “Siggle’”” 
the D ook of the Glee el ee 
operatot does not get your signal 
pogttoassr> 'g attention, move the receiver 

up and down slowfy. Observance of this rule 
helps to make the service more prompt 
® Wisconsin Telephone Company 
183 Fifth Street 
Grand 5160 








Fig. 102. 


sions is then discussed, pointing out how 
the commissioners are chosen and paid 
hy the people. It is stated that they en- 
deavor the best they can to do exact jus- 
tice, but in case of any doubt, it is cer- 
tainly natural that they should favor the 
people who employ and pay them. 

Rates prevailing in a number of towns 
where they have been established by de- 
of utilities commissions 


cision are pre- 
sented. Some of these towns and the 
rates. charged are as follows: 
Busi- _— Resi- 
ness dence 
Tele- Tele- 
City. Population. phone. phone. 
Marinette, Wis......14,610 $4.00 $2.50 
Hastings, Neb........ 9,338 3.75 2.25 
Merrill, Wis......... 8,689 3.00 2.00 
Newark, N. Y....... 6,227 3.00 2.25 
Lyons, N. : . 4460 2.50 2.00 
Johnstown, N. 'Y.. 10, 447 = 33.50 me 
Coeur d’Alene, Idaho 7 7,290 = 4.00 2.50 


Orangeburg, [ o... 5,906 4.00 2.50 
Columbia, Tenn...... 5.754 3.50 2.00 
Valdosta, Ga........ 7,656 4.00 2.50 
Mitchell, S. D....... 6,515 3.25 2.25 

{ 2.00 
Columbia, Mo........ 9,662 3.00 {and 

| 1.50 
‘ nion City, Tenn.... 4,389 3.50 2.00 
Ottawa, Kansas..... 7,650 3.00 1.50 
i ee Se 5,790 = 3.00 2.00 
\Waupun, Wis........ 3,810 oon 1.75 
Gillegpee WIE. ..2 5.2 2,240 =1.75 es 
Corona, Cal. .. 3,520 2.00 1.50 
Geneva, Neb......... 1,740 3.00 1.50 
'airmount, Neb...... 1,000 2.50 1.50 
Crete, Neb. 3,000 = 3.00 1.50 


in view of all these rates which have 
en fixed by public utilities commis- 
ns, the writer of the advertisement 
ints out that a rate of $3 for business 
‘'ephones and $1.50 for single line resi- 
<nce telephones is much too low for a 
vn like Hutchinson, with a population 
16,364 people. In order to pay even a 
per cent. return on the fair value of the 
estment, the rates would have to be 


S4 ¢ ° e . ° 
lor business and $2 for single line resi- 
dence. 


in 


Educational Advertisements Which Are an Aid in Promoting Good Will. 


The advertisement does not ask that 
these rates be put into effect, it simply 
states that the company expects to put 








25 


the matter up to the public utilities com- 
mission for a fair hearing and let it de- 
cide what the rates should be. In the 
language of the advertisement this is: 

“We are asking the Kansas_ Public 
Utilities Commission to ascertain the 
facts and to fix a new rate. We feel sure 
our patrons will have no objections to an 
investigation; and that they will also feel 
sure that any increase given us by the 
commission will be justly ours.” 

120. Education as to Use of Telephone 
Creates Good Will.—One phase of adver- 
tising that the Bell companies seem to 
be using more than the Independent com- 
panies is in regard to the promoting of 
a better understanding of the use of the 
telephone. Get people to use the tele- 
phone properly and you have really ac- 
complished something in the way of 
creating good will. Examples of this 
kind of advertising are reproduced in 
Fig. 102. 

The Tri-State Telephone & Telegraph 
Co. ran one big advertisement entitled 
“How to Operate the Automatic Tele- 
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103. A Co-operative Advertisement of Both Telephone Companies and Merchants. 
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phone.” The advertisement lived up to 
its heading—it actually told how to use 
the automatic telephone, the points being 
illustrated by life-sized pictures. 

If there is a general moving day, as 
there is in most cities on May 1 and Oc- 
tober 1, it is well to devote some news- 
paper space to reminding people just how 
long it takes to move a telephone, the 
suggestion being made to telephone the 
new address now and save delay in hav- 
ing the telephone moved. 

An interesting development in adver- 
tising is shown in Fig. 103, which is a 
reproduction of a page taken from the 
State Journal of Frankfort, Ky. This is 
a co-operative advertisement which has 
heen worked out by the newspaper. Un- 
doubtedly, both telephone companies 
profited from the running of such adver- 
tisements. 

The Cumberland Telephone & Tele- 
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graph Co. occupied one space and prob- 
ably paid for it, but it will be noted that 
practically all the advertisements give 
telephone numbers of both companies. 
Such an advertising campaign is good for 
the newspaper because it enables it to sell 
more space. It is good for the merchants 
for it gives them a new kind of advertis- 
ing, and it is good for the telephone com- 
pany or companies because it gives them 
a great deal of publicity. 

121. Showing the Merchant Use of 
Telephone to Best Advantage——Much can 
he done in the way of insuring good will 
if merchants are taught how to use the 
telephone to their advantage. This may 
not take advertising, although in previous 
issues of TELEPHONY examples have been 
given showing how advertising can help 
to educate merchants as to the proper 
use of the telephone. It may take per- 
sonal calls, but it will be found very 
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much worth while to go to this trouble. 

Merchants are always interested in sell- 
ing goods. If they can be shown how the 
telephone can help them accomplish this 
purpose, they are certain to feel more 
kindly disposed towards the telephone and 
to reflect this attitude toward their cus- 
tomers. The telephone is a pretty useful 
servant in a store, if it be put to work. 
But sometimes the merchant must be 
shown how he can make this servant earn 
his wages. And, incidentally, the woman 
who orders all of her groceries over the 
telephone is sure to continue being a sub- 
scriber because she has found the tele- 
phone indispensable. 

Be sure the merchant has his telephone 
installed where he can use it convenient- 
ly—so he can write comfortably with one 
hand while holding the receiver with the 
other. 

(To be Continued.) 


The Point of Departure 


Two Letters—A Practical Example 


“J. C. Kelsey, 
Telephony Publishing Co., 
Chicago. 

Dear Sir: ; ; . 

Can I make a suggestion for a subject 
of one of your TELEPHONY articles? It 
is with reference to farm and town serv- 
ic 


e. 
A rental of $1.50 per month is the 
minimum price that anyone should have 


service for. Irrespective of the cost of 
giving service to the company, the value 
of the service to the customer ought to 
he considered, certainly, to some extent. 

If a man will not pay a nickel a day 
for unlimited telephone service, he is so 
close he has no right to be on the list. 
Any lot of subscribers seeking to prove 
that service can be given for less than 
$1.50 will have a hot time before any 
commission. A ie 

If $1.50 can be established as a mini- 
mum rate, it will be a great help for 
many and would be a “Point of Depar- 
ture” in rate-making investigations. 

Very truly yours, 
oe 

In the same mail | received a letter 
from a telephone man who had reached 
the “Point of Departure.” This tele- 
phone man, like many others, has 
been “working himself up to it” for 
months. He was all “braced for the 
shock,”” and had “his wagon greased 
and ready” to haul in telephones. 

But true to observation of every rate 
case ever fought out, he found that he 
had greased his wagon all for nothing. 
He received a shock all right. It was 
a shock of surprise, however, not only 
because his old subscribers heartily ac- 
cepted the advance, but 20 new applica- 
tions came in, showing that some new 


By J. C. Kelsey 


people were agreeably impressed by this 
telephone man’s bravery. 


Columbus Telephone Co., 
Columbus, New Mexico, 
October 30, 1916. 
“Mr. Kelsey, 
Telephony Publishing Co., 
Chicago. 
Dear Mr. Kelsey: 

Allow me to express my appreciation 
of your efforts in behalf of Independent 
telephony. 

You have no doubt heard of Columbus, 
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service is to be self-supporting. 


meet the increased cost of production. 





Party line business telephone 
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Party line residence telephone 
Very respectfully, 
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savages, true to her calling, she unflinch- 
ingly stayed at the switchboard and op- 
erated the toll and local lines, summon- 
ing aid and warning her people. 

She demonstrated her willingness to 
“lay down her life for her friends.” Truly 
an act of heroism of which all telephone 
men and women should be glad and 
proud. 

I did intend to write TELEPHONY about 
it at the time, but the rush of other mat- 
ters delayed me and then | knew you 
would get it in the daily press. 

I am moved to write you today by an 
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Notice to Telephone Subscribers. 
Owing to the general advance in the price of all material and labor, the 
cost of furnishing telephone service in Columbus has increased until it is no 
longer possible to furnish the service for the prices heretofore charged if the 


To make it possible to continue the business and keep the service up to the 
high standard demanded by our patrons, 


it is necessary to advance the price to 


Beginning November 1, 1916, the following rates will be effective: 
Private line business telephone................ $3.00 per month 
Private line residence telephone 


2.00 per month 


Columbus Telephone Co., 
Henrv Burton, Manager. 


wm 








New Mexico, so obscure prior to March 
9 last, but so widely advertised since. 
You have no doubt heard also of the 
brave woman wno, as the telephone op- 
erator on that memorable morning, so 
nobly upheld the traditions of the craft. 
With blood streaming from face and 
arm, with bullets crashing through the 
room, amid the yells of blood-thirsty 


article in last week’s TELEPHONY in whic!) 
a subscriber complains that he has not 
heard of any operating men profiting | 
your recent sermon anent the rate ques 
tion. Therefore, I rise to give my tes’ 
mony and experience. 

Last month I attached to my bills « 
notice like the enclosed. I had ben 
working myself up to it for months a‘! 





November 11, 1916. 


at last decided to shut my eyes and make 
the plunge. I was all braced for the 
shock and had my wagon greased and 
ready to begin hauling in telephones. 

Now, as an illustration of the perver- 
sity of subscribers and what they will 
do to get back at the company, not one 
of my subscribers will let me have my 
own telephones. Not only that, but in 
the last 30 days I have received over 20) 
applications for private line service at the 
new rate. When you consider that this 
means—the same old story—a new sec- 
tion of switchboard and rebuilding my 
downtown wire plant, with money at 12 
per cent. and not to be had at that, you 
see what retribution comes from my 
rashness. And it is all your falt, Mr. 
Kelsey. 

I believe my subscribers think they will 
force me to put out some of the vast 
wealth I have amassed at the old $2.00 
and $1.50 rate, but they will be fooled, 
for that wealth is far beyond recall. 

I have about completed the new ex- 
change building and my wire plant is all 
right for 50 subscribers. I might have 
lived happily if I could have gotten 
enough “outside” work to do to pay for 
the operation and maintenance and for 
my own board and clothes. But I have 
spoiled it all by my foolish break about 
rates. I have made them appreciate the 
service as a business proposition and now 
I will have to get busy again. I suppose 
I will have to rustle the capital for a 
toll line to El Paso. 

Heretofore we have got along with an 
indirect connection via Deming and the 
Bell company’s lines, but there is a woe- 
ful lack of circuit capacity. I believe 
that a direct line would get about $1,500 
per month. The line would cost about 
$8,000 or $10,000. How to finance it— 
that is the question. If you have any 
suggestions, let us hear them. 

When you are down this way, don’t 
forget that we are at home to our friends. 

Respectfully yours, 
Henry Burton. 


Mr. Burton had reached the “Point 
of Departure.” As he says, he might 
have lived happily if he could have ob- 
tained enough outside work to pay for 
the operation and maintenance of his 
plant, and his board and clothes as well. 

How many telephone men can say the 
same thing about their properties—that 
they are not even making board and 
clothes. How many telephone men are 
till working themselves up to the “Point 
of Departure” from a foolish method of 
iving service below cost, and utterly 
enoring the value of service to the cus- 
‘omer. How many yet will decide to 
hut their eyes and make the plunge? 





The last paragraph of Mr. Burton’s 
‘etter is a typical one, and should be 
closely studied. He had a plant which 
erved a limited number of subscribers. 
\s he says, he could have lived happily 
n without having the worry and neces- 
ity of raising new capital. Of course, 
* all depended, as he says, on whether 
he could get outside work to keep him 
Soing, 

f But today, owing to increase in his 
‘ist, he has to buy a switchboard addi- 
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tion and rebuild his downtown plant. 
He has to pay 12 per cent. for money 
and money is hard to get in a pioneer 
country. But Mr. Burton’s nerve enti- 
tles him to long-term payments with 6 
per cent. interest, because manufactur- 
ers and dealers know that such a man 
and such a property will pay out. 





The basis of credit in this world -is 
character, which means courage after 
all. A man may have the highest moral 
character and yet be a business failure, 
so character must not be confused alto- 
gether with a Sunday school superin- 
tendent. It means men of nerve, who are 


‘braced for shocks and have their wagons 


greased. 

It is a safe prediction that neither Mr. 
Burton nor any telephone man of equal 
strength of character need have any 
worry over his credit ability to make 
needed extensions. 

Mr. Burton needs a toll line from Co- 
lumbus to El Paso. He says such a line 
can be built for $10,000 and that it 
will earn around $1,500 per month. To 
those who know the’ earning capabili- 
ties of a toll line in such territory, the 
estimate of $1,500 a month for a line of 
this character will not be surprising. 
Look at your map, and you will find that 
the Columbus company depends upon a 
roundabout connection by Deming. Do 
not be surprised to be asked at the big 
convention to buy a share of stock in 
the Columbus-El Paso Long Distance 
Telephone Co. 

This naturally suggests a question as 
to why the one great universal, inter- 
communicating and interdependent tele- 
phone system controlling El Paso, is 
asleep at the telephone switch. Does 
this great long distance monopoly only 
extend when it can worry a competitor? 





The $1.50 per month rate should be 
established as a minimum one. 

In electric lighting, there is or was a 
system called the “Wright demand sys- 
tem.” Each customer had to guarantee 
the payment of a certain share of the 
fixed obligations of the company. 

A company obligated for $100,000 
would have certain fixed charges for 
depreciation and interest. In this case, 
$12,000 would be equally proportioned 
among 2,000 users, which would be $6 
each per year. On top of this would 
naturally be added what the subscriber 
actually used at current rates. He 
would pay for what he actually used 
plus the actual fixed charges necessary 
to give him service. 





The actual telephone company has an 
investment usually of $100 per station. 
A contractor, if called upon to place a 
full-grown telephone system in your 
town, would not hesitate long in asking 
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$100 for each telephone providing, of 
course, a modern system were to be in- 
stalled. 

At first glance, interest and deprecia- 
tion is $12 per year—it requires no ef- 
fort to see that. Hence, each subscriber 
would have to pay $12 per year merely 
to have a telephone placed at his dis- 
posal. On top of this, comes a charge 
for maintenance and operation, which 
at the very lowest, cannot be as low as 
$6, although some have done it for $9. 

Hence, a $1.50 telephone at first blush 
is a loser, and it goes without 
that it loser. But the charge for 
service is all that the traffic will bear, 
and $1.50 seems to be the average. It 
should accordingly stand at the ‘Point 
of Departure.” 


saying 


is a 


Some smaller exchanges have been 
built as low as $60 per telephone. It 
cannot go much lower than that any- 
where, if all charges are properly and 
equitably made. It is in towns of this 
size capital that dollar telephones exist. 

At first glance, interest and deprecia- 
tion is $7.20 per year or $0.60 per month. 
Does there exist any telephone man, who 
is properly paid and who has properly 
paid help, who dares to say he can oper- 
ate a telephone for 40 cents per month or 


. $4.80 a year? 


No stretch of the imagination, nor 
skill with a lead pencil, can show that 
a dollar telephone has any right to oper- 
ating existence, unless telephone men 
are willing to do outside work and try 
to earn enough to pay operators and buy 
board and clothes. 

It is hard to imagine how any tele- 
phone man, commissioner, or commis- 
sion engineer can have the nerve to in- 
sist upon dollar telephones. 





I have in mind a state commission, 
which, after the citizens had petitioned 
for a merger, had the supreme nerve to 
set down a business rate of $1.25 per 
month in a town of 5,000 people. Just 
how the commission expected the com- 
pany to pay its help properly, maintain 
itself, perpetuate itself and pay ordinary 
interest rates, I have never been able to 
figure out. It is evident that nothing 
short of politics would ever inflict such 
a grievous wrong. 


Some bodies seem to think that the 
telephone company is a_ philanthropic 
organization. Nothing in it character- 
izes a concern operating without profit, 
and I have yet to meet an investor who 
does not like to receive’ interest 
promptly. 

A doctor in Illinois claimed that the 
telephone company should give free 
service in exchange for the use of the 
public roads, yet he made no mention 
of his intention to cease charging $1 per 
mile for country visits. 
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It is hard to trace the origin of the 
idea that a telephone man is somewhat 
of a missionary, serving and saving his 
fellow man. But his meekness, mod- 
esty and shyness in business circles 
make him appear somewhat like a pale- 
faced settlement worker, and his asso- 
ciates believe his soul is satisfied if not 
his bodily wants. 

What is wanted in the telephone busi- 
ness—this by no means applies solely to 
Independent telephone men—is a touch 
of Henry Burton: A_ willingness to 
make a plunge across the “Point of De- 
parture”; enough sense of preparedness 
tc have the wagon greased; and enough 
courage to be ready for a shock. There is 
also needed a touch of pride in the great 
business, which is so necessary to the 
human race, and which has a value to the 
customer infinitely above the highest 
charge made to him. 

What in the world is the reason that 
telephone men are unwilling to earn 
profits, to have enough to pay interest, to 
support your association and keep your 
trade paper subscriptions paid up? No 
other line of industry is so‘ negligent. 


Henry Burton raised his rates. His 
subscribers quietly submitted and 20 new 
people punished him by demanding tele- 
phones at the new rate. Here we have a 
real case of what happened by reason of 
a rate raise—a case of real life, forever 
dispelling any reason for fear on the part 
of any management. 

There is not a case in America where 
a telephone company lost any business by 
an increase in charges to a living point; 
$1.50 is Henry Burton’s minimum, and it 
should be yours and yours ‘and vours. 
The “Point of Departure” no longer both- 
ers this man from New Mexico. 


The “Point of Departure” should not 
worry telephone men anywhere. Any 
rate below $1.50 means a departure to 
bankruptcy—the slow payment of bills, 
and the ultimate ruin of a good business. 

We all know that a mad dog is danger- 
ous and take steps to protect ourselves. 
But dollar rates roam about, frothing at 
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the mouth, snapping at employes and in- 
vestors and causing death to a business. 
Yet very few hands rise up to use a 
financial shotgun on the pest. 

MORAL: Give us more Burtons. 


Convention of Telephone Pioneers 
of America at Atlanta. 

The sixth annual convention of the 
Telephone Pioneers of America, held at 
the Georgian Terrace Hotel, Atlanta, Ga., 
October 20 and 21, was well attended, 
there being some 300 telephone men with 
their wives and families present. 

The business session, held Friday morn- 
ing, was opened with an address of wel- 
come by Mayor James G. Woodward, of 
Atlanta. J. Epps Brown, vice-president 
of the Southern Bell Telephone & Tele- 
graph Co., welcomed the pioneers to the 
city for President W. T. Gentry, who was 
just recovering from an attack of the 
grippe and was unable to speak. 

After dispensing with the reading of 
the minutes of the previous meeting, 
which had been published and distributed 
among the members, officers were elected 
for the ensuing year as follows: 

President, Theodore N. Vail; vice-presi- 
dents, Thomas D. Lockwood, Edgar F. 
Sherwood, James T. Moran and Ben S. 
Read; treasurer, George D. Milne; execu- 
tive’ committee, Frank A. Pickernell, 
Richard T. McComas, Albert Lincoln Salt, 
James Robb and Charles H. Wilson. 

After the business: session in the morn- 
ing, the pioneers “got down” to the busi- 
ness of having a good time, which in- 
cluded automobile tours over the city, a 
dinner for the ladies Friday at 1 o’clock, 
tendered by the wives of the local tele- 
phone officials, a banquet at the Piedmont 
Hotel, Friday night, given by the Ameri- 
can Telephone & Telegraph Co., and a 
big barbecue at the Druid Hills club Sat- 
urday noon, followed by an automobile 
tour of the points of interest around At- 
lanta. 

Theodore N. Vail, president of the 
American Telephone & Telegraph Co., 
and president of the Telephone Pioneers 
of America, was prevented from attend- 
ing the convention, as was also Alexander 
Graham Bell, inventor of the telephone. 
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Central Home to Share Toll Busi- 
ness of Harrodsburg, Ky. 

The Central Home Telephone & Te'e- 
graph Co., of Louisville, Ky., which for 
some years has maintained a toll station 
at the leading hotel at Harrodsburg, K\.. 
has now extended this service, installed 
a wall switchboard in the hotel office 
and established stations with toll line in- 
struments in most of the leading business 
houses of the city. 

The Bell company has the franchise 
for the city service and the Central Home 
does not connect. The main hotel sta- 
tion connects with the Independent ex- 
change at Lawrenceburg in the next 
county, with which also a considerable 
number of the farm homes in the Har- 
rodsburg territory are connected. 

The attendant in the office of the hotel 
will make the through connections when 
the signal is given and the direct con- 
nections over the system of the Central 
Home can then be had with the most 
important business houses and hotels in 
Harrodsburg. This will enable the Cen- 
tral Home to get at least a good share 
of the cream on the long distance busi- 
ness without having to maintain a local 
exchange. 


Ohio State Telephone Earnings for 
Month of September. 

The Ohio State Telephone Co., Colum- 
bus, Ohio, reports for the month of Sep- 
tember gross earnings of $820,419, as 
compared with $275,652 in the same 
month of 1915. The expenses and taxes 
were $191,923, compared with $158,208, 
leaving net earnings of $129,496, against 
$117,444. The surplus, after deducting 
other charges for the month, was $78,- 
987, an increase of $8,027 over Septem- 
ber, 1915. The balance on September 30, 
1916, after deducting preferred dividends, 
was $49,983, compared with $44,872 in 
September, 1915. 


Toll Reduced Between Harrisburg 


and Millersburg, Pa. 
The Bell Telephone Co. of Pennsylva- 


nia has reduced its toll rate between Har- 
risburg and Millersburg from 25 cents to 
15 cents, effective November 1. 








Mornings—E.xhibits 


United States Independent Telephone Association 
Hotel La Salle, Chicago, December 5-6-7-8 


Reserve Your Room at the Hotel at Once 


Afternoons—Program 


















Cable-Pulling Brace for Manholes. 

It is sometimes necessary in building a manhole to place 
the opening at one side or offset from the line of conduit, or 
to make the duct entrance at one side of the vault. Such 
construction presents difficulties when it comes to pulling in 
cable, says the Electrical World. For example, the sheave 
strand ordinarily used to guide the wire pull-in line cannot 
be placed so that the pull will be straight out of the duct. 
Hence some special means of holding the sheave-block down 
in the manhole which will bring the pulley in the right posi- 
tion for a direct pull is necessary. 

To this end the street department of the Commonwealth 
Edison Co., Chicago, has constructed a cable-pulling brace, 
which may be installed so that the pulley block can be held 
in any desired position regardless of manhole cover location. 

The brace consists of four pieces of extra heavy 3-in. iron 
pipe, 2 ft. 3 ft, 4 ft. and 5 ft. long, which may be joined 
end to end to make up a brace of any length from 4 ft. to 
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Cable-Pulling Brace in Manhole with Offset Ducts or Opening. 
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\0 ft. to fit practically any manhole in the company’s plant. 
The pieces may be fitted snugly together by means of a splic- 
ing piece which slips inside the 3-in. pipe, and is made from 
»-in.. extra heavy pipe with a collar fastened at its middle 
int by four screws. 
To permit finer adjustments in the overall length, a screw 
«ck is provided, which may be fitted in one end of the brace. 
heavy clamp, adjustable to any position on the pipe, holds 
ring into which a chain may be hooked and attached to a 
atch block. To use the brace it is placed in the manhole 
th its length parallel to the direction of pull and braced 
‘inst the walls. It is set in a slanting position with the 
np fastened near the lower end, so that the upward pull 
!l tend to tighten the brace in its position and also to put 
strain near the end. 
Compared with setting U-bolts in the walls of every manhole, 
> expense is small considering that the U-bolts are used so 
‘!requently. Furthermore, the U-bolts are not always in 
t e right place, and sometimes pull out or pull the wall over. 
‘vith the Chicago scheme, however, the strain on the wall is 


Practical Subjects—Discussions 





slight, no extra manhole construction cost is entailed, the 
cost of the device is negligible, and it can always be placed 
so as to permit a straight pull under any condition met in 


practice. 





Use of Graphics to Educate the Public. 
I have often wondered why the boys on the road do not 
write a letter once in awhile for your department of ‘“Prac- 
tical Subjects.” The accompanying charts I secured from 
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Part of Educational Blueprint Chart of Zumbrota Telephone Co. 


IF. C. Marvin, the owner and manager of the exchange at 
Zumbrata, Minn. While your excellent series of “Home 
Study” articles are running on the subject of advertising 
(and I think it is the best of the whole lot), I should think 
it would be a good thing to get ideas like these from the 
boys behind the guns. 

I consider that this is a first-class piece of advertising 
on the part of Mr. Marvin. I told him so, and asked him 
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Graphic Part of Blueprint Chart. 


why he didn’t write you about it; but it seems that these 
boys are a little timid about writing anything for print. 

Mr. Marvin said: ‘‘Of course, it is plain that I got these 
ideas from the ‘Home Study Course’ articles in TELEPHONY 
and the discussions which we had at some of our meet- 
ings of telephone managers to consider those same general 


subjects. Those discussions and those articles have been 
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worth more to me than any other topics that have ever 
been touched upon in any of the papers which I have 
taken or at any of the meetings which I have attended, 
and I never miss one of the telephone meetings.” 

The chart which shows how each dollar of the com- 
pany’s income was disposed of, the original of which is a 
blueprint, 20 by 24 inches in size, was framed and hung 
beside the postoffice window in Zumbrota. 

From what I see as I go about, I am convinced that it 
would be far better if other managers would get out a 
set of figures like this every year. Surely it will be bet- 
ter for manufacturers, salesmen and everybody else to have 
the truth known about the business. 

Yours for the success of TELEPHONY and the medium- 
T. R. Aveler. 


sized companies. 





Side Tones from the Front. 


By WELL Cray. 


I'd like to make a million 

And salt it safely away 

In some bank I knew to be solid, 
For use on a rainy day. 


I’d never go and act foolish 

Nor try to paint the town, 

Or care for rank or station 

With a million plunks nailed down. 


[ wouldn't advertise my holdings 
But keep it under my hat; 

I wouldn’t dress a bit more nifty, 
Nor anything like that. 


No one could guess from my actions 
That I owned a million cold; 

I’d be as common as ever 

In spite of my hoard of gold. 


Still, it would seem quite a pity 
If a millionaire couldn't feel 
As if he would be justified 

In owning one automobile. 


And, say a small summer cottage, 

By the side of some shady lake shore, 
With a nice modern home in the city— 
I wouldn’t be wishing for more. 


Unless ‘twas a vacht on the ocean 

To sail to some faraway sea, 

Changing snow and ice for the tropics— 
That would be the ticket for me. 


And vet, I guess that these items 
Would soon make a million look small, 
So I guess I will make it two millions 
Or else stop wishing at all. 


*Tis said that wish is father to thought and if that is so he is 
the most prolific parent that I have any knowledge of, for all 
of us do a mighty lot of wishing—can’t help it—about the con- 
ditions which surround us and our work. We wish that peo- 
ple wouldn't rubber on rural lines when batteries are costing 
so much. We wish people would pay up without the necessity 
of sending them so many letters urging them to do so. We 
wish there wouldn't be so much trouble on the lines and that 
people wouldn’t “kick” when they come in to pay their bills; 
that they wouldn't say, “Now, we never sent that message and 
no one from our house sent it, so it must be a mistake,” only 
to have them take it back the next minute when confronted 
with the “evidence” as shown by the ticket. 

There used to be an old saying that “if wishes were auto- 
mobiles, friend Henry would soon go bump,” or something 
like that, and I suppose all the wishes in the world do not 
really amount to a whole lot. Still, you fellows in the cities 
do a lot of it, too, don’t you? 

Don’t you wish we would pay our subscriptions more prompt- 
ly and subscribe more freely? Don’t the jobbers wish we 
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would buy more and pay more promptly for what we get. 
Don't they wish we would specify more clearly the goods we 
wish shipped, when we place an order? Don’t they kick about 
the fellow who waits two weeks and then takes off the two per 
cent? Don't a lot of people wish that a certain trust could be 
brought to book for their transgressions which are so plain 
that anyone but a governmental department head can see them 
with a wooden leg, let alone the common expression, if they 
wish ? 

But speaking of department clerks and others who idolize 
the “goddess of red tape.’ They do not take anything for 
granted down there in Washington when it comes to passing 
on reports. You have to dot all the i’s and cross all the t's 
yourself or else you will get a letter from them saying some- 
thing like this: 

“On line —— of page —— in column ——, you have failed to 
carry forward vour totals. Please authorize this office to 
make the necessary alterations and corrections.” 

You lock on the copy of your report to the Interstate Com- 
merce Commission at the place indicated and find that the 
number of operations reported amount to “1,” and as the total! 
number carried forward should go in the next column on the 
samégline, you had omitted what seemed to be a useless repe- 
tition and left the column blank. It was obvious, but that 
doesn’t go with the commission. You must fill the require- 
ments. 

Still, even if a lot of us do wish there were no Interstate 
Commerce Commission, I suppose they are all good fellows 
down there and put in most of their time wishing that we 
telephone men would try to follow out a few plain instructions 
once in a while and save them the trouble of sending a couple 
of thousand miles to have a correction made that they could 
have made themselves and not lost over a second of time in 
doing it either. We sometimes wish that we had done a little 
more criticizing of the Interstate Commerce Commission be- 
fore we “quit” swearing. 

If you thirk I have exaggerated, come over to my office 
and I will show vou the letter from the Interstate Commerce 
Commission and the answer I wrote them authorizing them tc 
make the necessary correction. There were other omissions, 
of course, but mostly all on about the same order, except one. 

But never mind, the ultimate consumer will pay the bill and 
add his burden of “wishes” to the aggregate pile, while he pays 
for the luxury of having large bodies of executives looking 
after his interests to see that vou leave out not one item in 
your listed confession on the fact that you are barely making 
a living. 

Every man in the telephone operating field in the 
exchanges wishes he knew—whether he puts his wish in the 
exact words or not—whether it were better to work “up to a 
standard” of service which would be above reproach or gen- 
eral criticism, or whether it would be using the best judgment 
to work “down to a price.” You know the price. Which will 
pay the better in the end: To wear the plant and the patron s 
patience out to the last shred before renewing and rebuilding, 
or to keep anticipating the effect of the ruthless hand of “Fath- 
er Time” by replacing and adding new parts and adopting nev 
ideas as need seems to dictate without mourning over the junk 
pile? 

Some bright men have said that the “bigger the junk pil: 
the better the service.” If good judgment were always us« 
and value received for the money expended, this would be s 
nearly every time, as the march of improvements alone gives 
us all the excuse we need in making up our minds to thro 
out the oldest and adopt and install the newest in our line. 

We should not take up with everything that comes along: 
that much is very evident. Often what has been warmly rc: 
ceived by the engineers and heartily recommended for a seaso"! 
will in the next be recognized as only good for certain cas«5 
or in certain classes of towns. 


smaller 
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After the shine has worn off most any kind of a machine is 
only good for the work it can do and do satisfactorily. That 
is why we should examine with care, choose with circumspec- 
tion and, if we purchase, use with intelligence all the new- 
fangled accessories that find their way onto the market. 

It is worth just as much to a man to be able to pick a 
“lemon” with unfailing accuracy as it would be to “pick a 
winner,’ because then he could let the “lemons” alone and be 
safe. 

APHORISM: Wishing for a thing is a great incentive to 
work for the possession of it. 


— = ()—- —— 


A Safe Method of Inserting Wire Into a Sleeve. 


In a recent issue of The Telephone News, Henry Hauff, 
line order foreman for the Bell Telephone Co. of Pennsyl- 
vania at Hiland, tells of a safety suggestion which he learned 
20 years ago when employed as a lineman for a wire company 
in Pittsburgh. 

“In those days,” he said, “we didn’t take an evening off 
every week or so to attend a safety meeting, but we used to 
attend a wake quite regularly. We didn’t pay much attention 
to-safety, but one of the things that the foreman cautioned us 
about was the proper method of inserting a wire into a sleeve. 
There wasn’t much of a trick about it, but the suggestion 
probably saved a good many sore hands. 
follows : 

Grasp the sleeve between the thumb and first three fingers, 
using the little finger as a guide for the wire and allowing 
the sleeve to extend through the loop formed by the thumb 
and first finger. Hold the line wire in much the same manner 
in the other hand and force it through the sleeve barrel. Both 
hands are held with the palms up. If the wire happens to 
slip through the sleeve an inch or more beyond the end, no 
harm is done. Bend the end of the wire in the usual manner 
and follow the same procedure in inserting the second wire. 

The method against which the foreman cautioned us was 
holding the sleeve between the thumb and first finger and 
allowing one end of the sleeve to rest against the palm of the 
hand, and grasping the line wire in the palm of the other hand 
with all fingers closed over it, forcing the wire through the 
sleeve with both palms turned down. If the wire should slip 
more easily than expected, the sharp end of the wire often 
inflicts quite a serious puncture wound in the palm of the hand. 
When inserting the second wire there is also danger of in- 
juring the thumb on the bent end of the first wire.” 


The idea was as 





Laying Long Submarine Cables Across Vineyard Sound. 


One of the heaviest cables every handled by a power, tele- 
phone or telegraph company was recently laid across Vineyard 
Sound to connect Martha’s Vineyard Island with the main- 
land ef Massachusetts. This was a 12-conductor telephone 
cable. At the same time a six-conductor cable was laid to 
onnect Martha’s Vineyard Island with Nantucket Island. a 
distance of nearly 20 miles. 
\ ithout telephone connection. 
The strong tides in the Vineyard Sound made it necessary 
make the cable of an unusually large size—2.69 inches in 
‘ameter and 10.6 pounds per running foot. The Nantucket 

ble is about five pounds to the foot. Each conductor of 
‘ve Tormer cable is wrapped in double paper insulation, with 

similar wrapping on the core, around which is a lead sheath 
5/32 in. in diameter. Around this are three layers of 100- 
r und jute roving, bound by 23 No. 6 armor wires 0.203 in. 
ii diameter also inclosed in two layers of jute rovings and 
haally bound ig an outer armor of No. 4 steel wires, the final 
wrapping being of two thicknesses of No. 16 three-ply jute 
yarns, 

The Nantucket cable has double insulation, a lead and tin 
Sneath 5/32 in. in thickness, and three layers of 100-pound 
jute roving bound in steel wire armor of 18 strands 0.238 in. 
in diameter. 


The latter island was previously 
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The Vineyard Sound cable reached Wood's Hole, the point 
of departure from the mainland, in four reels, weighing, re- 
spectively, 71,400, 71,500, 72,300, and 36,800 pounds, these being 
among the heaviest reels on record. 

The laying of the cables was done by the Western Union 
Telegraph Co.’s cable ship “Clowry.” Reels were mounted on 
deck and payed out through a pulley block attached to a 
derrick boom on the steamer. 

The landing of the cable was made by the steamer anchor- 
ing directly opposite the cable box, which was attached to a 
large pole 150 feet inshore. A dory was sent inshore with 
a running line, to which was attached a large steel cable. 
When this was drawn upon the beach a snatch block was 
rigged, through which the steel cable was passed and then 
carried back to the steamer. The steamer’s winch was then 
started and the running line, and then the steel cable, were 
drawn to the boat and the submarine cable then paid out. 
After about two hours’ work the cable was drawn ashore 
and carried to the box, the 150 feet between the water’s edge 
and the box being a trench in which the submarine cable was 
buried. 

The other end of the cable, which had been sustained on 
buoys about 4.5 miles off shore, was picked up and spliced to 
the cable aboard the steamer, which was reeled off with the 
vessel steaming on her course. 

A series of tests was made, first with a telegraph set and 
then with telephone instruments, the line being found perfectly 
clear. 

The Nantucket cable is the longest electrical conductor 
under water in the United States. Its total weight is 361 


tons. 





Efficient Blind Operator at Milberger, Kan. 


While on a recent trip through the central part of Kansas, 
Secretary J. H. Close, of the Kansas Independent Telephone 
Association, visited a number of exchanges. The most interest- 
ing exchange, he states, was that of the Milberger Mutual Tele- 
phone Co., at Milberger, Kan. This exchange is operated by 
Miss Theresa Strecker, a blind girl. Miss Strecker not only 
does the operating, but she takes care of the office, in con- 
nection with which is her home and living apartments. She 
does all her own work and the office, Mr. Close states, is one 
of the cleanest and neatest he has ever had the pleasure of 
visiting. Everything was in its place, and it would have made 
some operators who enjoy good eyesight sit up and take 
notice. 

In addition to operating the switchboard and taking care of 
the office, Miss Strecker handles all the toll business for the 
exchange, and makes out her own toll tickets on what is 
known as the “blind slate,” after which she makes out her 
report to the officers of her company, copying on an ordinary 
typewriter the toll record made on her “blind slate.” She is 
not new at the operating business, as she was operator at 
Galatia, Kan., for two and a half years, and has been in her 
present position about that length of time. Miss Strecker is 
a Kansas girl and has been educated under the New York 
system of training for the blind. 





Large P. B. X. to be Installed in New York Hotel. 

One of the largest P. B. X. exchanges in this country is 
to be installed in the New Commodore Hotel, which is be- 
ing built at Lexington avenue and Forty-second street, New 
York City. A force of about 50 operators will be required 
to take care of this exchange. The contract calls for over 
200 trunk lines and for 1,000,000 local messages per year. 
The installation cost will be about $50,000. Every morning 
the operators will call more than 1,000 guests, if they so 
desire. With 2,400 private stations, the service will be as 
extensive as that in the kingdom of Greece, which has an 
area of more than 15,000 square miles. 








Emergency Measures Out on the Line. 
By B. F. Van Tress. 


We are reading a great deal these days about prepared- 
ness and it is a wise plan to be prepared, so far as possible, 
for any emergency. 

The prevalence, in all parts of the country, of bare wires 
carrying from 2,200 to 60,000 volts, makes the danger of 
electric shock one for which the lineman must be always 
on his guard. Telephone linemen are only exposed to this 
risk indirectly by working on wires which may come in 
contact with high voltage; yet there is some risk. Then 
there are linemen in almost every town or community who 
work on light and power lines, so there is sufficient need 
for every lineman to be posted on what to do in case of 
emergency. 

Should any lineman be injured by coming in contact with 
the current-carrying wires, the nearest lineman will be 
called upon for assistance, whether he is a telephone or 
an electric light lineman. Just what to do in a case of this 
kind is something which needs to be thought out, and even 
practiced beforehand. 

No doubt many linemen are familiar with the instruc- 
tions on treatment of electric shock which have been fre- 
quently published, but there are many linemen who never 
read or studied anything of this nature and here is the op- 
portunity for the officials of telephone companies to assist 
in the spread of useful information, by giving instruction 
to their linemen on emergency work of this nature. 

There is one phase of this kind of work about which 
very little has been written. That is, the best way for one 
lineman to proceed to remove a man from a pole without 
help. This condition sometimes arises—where a lineman is 
injured—and only one man is present to remove the body 
from the pole. 

At first thought this would seem to be an almost impos- 
sible feat, for one lineman to get a heavy man down from 
a pole without help. A man’s life may be depending on 
whether or rot this can be done. It has been done many 
times, and may be done by any lineman. A little practice 
at this kind of work will make it much easier should a real 
necessity arise. 

If a lineman is called on for this kind of work he should 
be sure to take a belt and safety strap, as a man is greatly 
handicapped in attempting to handle a man on a pole with- 
out them. The first thing, of course, is to break the con- 
tact with the live wire, if the body is still in contact with 
it. Here is where a man needs to be very careful not to 
get.a shock himself, for, under such circumstances, men 
are inclined to be reckless. He should keep himself free 
from grounds, and use a rope or some non-conductor, such 
as a part of his clothing, to pull the injured man free from 
the current. 

Then comes the question of getting him to the ground. 
He must first be lifted up enough to unbuckle his safety 
belt, if he has one on. From personal experience and that 
of others who have lowered men from a pole without help, 
a man may be supported by laying him on his stomach 
across the safety belt, then slowly climbing down, allow- 
ing the belt to slip on the pole. A man may also be car- 
ried with his body supported over the shoulder. 

The best way to handle a man depends on conditions, 
and a lineman may find out which way is easiest for him 
to carry a man down a pole by trying it. 

When the injured man is finally on the ground, send for 
a pulmotor, if there is one in reach, or send for a doctor 
if possible. If a man is out where there is no chance to 


get help, it is all the more essential for him to know first 
aid work. 

To revive the injured man artificial respiration must be 
started. This may be done by laying the patient on the 
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ground, face down, and, sitting astride his hips, place th 
hands on his back at the lower ribs, press downward an: 
then gradually release the pressure, at intervals corres- 
ponding to regular breathing, which would be about 2 
respirations per minute. Keep this up for a long time if 
the patient does not revive. Natural respiration has been 
restored to victims of shock after several hours of artificia! 
respiration. 

After natural breathing has been secured, the patient 
needs to be kept warm. He should be protected by blan- 
kets and if possible have hot water bottles or other means 
of artificial heat applied. 


THE VALUE OF MEETINGS FOR EMPLOYES. 


Consideration of this subject furnishes another argument 
for the advisability of having meetings of managers, wire 
chiefs, and linemen, for the discussion of such matters as 
emergency work and the many other subjects which are 
concerned with telephone work. More definite informa- 
tion can be given in a meeting of this kind than could ever 
be gained by reading, or in any other manner. 

The miners of Illinois held a first aid contest and mine 
rescue demonstration at Spring Valley, in September, 
where their trained rescue teams gave actual demonstra- 
tion of emergency work of all kinds needed about a mine. 

All linemen should have opportunity to witness demon- 
strations of the work of removing an injured man from a 
pole, and the treatment of electric shock. 

We read accounts of the interesting meetings which the 
Lincoln Telephone & Telegraph Co. are conducting for its 
wire chiefs, and occasionally of such meetings at other 
places. Such gatherings, without question can be made 
very beneficial. There is no other way in which as much 
valuable and useful information can be disseminated amone 
employes in as short a time, as by holding meetings of 
this kind. Such conferences will result in more uniform 
and much better work. 





Company Uses Newspaper Space to Educate Public. 

Manager J. C. Crowley, Jr., of the Peoples’ Telephone 
Co., of Superior, Wis., in a full page advertisement in a 
recent issue of the Superior Telegram, calls attention to 
the fact that the Peoples’ Telephone Co. is the only com- 
pany that agreed to accept a franchise from the city oi 
Superior, stipulating what rates should be charged for serv- 
ice to its citizens; and this franchise was accepted at a time 
when the competing company was charging $72 a year for 
business service and $48 a year for residence service. 

The Peoples company, the advertisement goes on to state, 
was the first company to reduce its rates; to install com- 
mon battery telephones; to give each subscriber a long dis- 
tance instrument; to install selective ringing on party lines; 
to install automatic ringing and instantaneous disconnect. 
The company was also the first to install complete metalltc 
circuits to each subscriber; to furnish ten telephones free 
for the use of the city; to place a 100-line cable from Su 
perior to Duluth, to extend its lines into the rural district: 
to place its wires in underground conduits; to place its po' 
lines in the alleys, and to construct a fireproof teleph«' 
exchange building, designed by a Superior architect. sup: 
vised and built by Superior people. 

Mr. Crowley dwells strongly on the fact that teleph: 
monopoly has always made service expensive to its us: 's 
and little used, on account of its cost and poor quality, a! 
that telephone competition has improved the service, 
duced rates and made the telephone more widely use: 

He states truthfully, that local merchants and agents 
given the preference on every purchase made by the P 
ples’ company, that its insurance is covered by local age! 
its job printing done by Superior printers, and its teleph 
directories are printed in the Twin Ports. 


























“Telephony’s Home Study Course for Telephone Men 


A Complete Presentation of the Principles Underlying Modern Telephony in All 
Its Branches—Arranged Systematically So That Regular Reading and Faithful 
Study Will Qualify Ambitious Men for Higher Positions—Prepared Under 
Supervision of Stanley R. Edwards—This Section Written by Jay G. Mitchell 








Quiz Questions on the Preceding 
Installment. 


513. Name other sources of demand 
upon the capacity of the common battery. 

514. How many plates, 10% ins. square, 
would be required in the battery to carry 
the hypothetical exchange used as an 
illustration over a period of 48 hours? 

515. How is the size of battery checked 
with the busiest hour traffic? 

516. Why should estimates for required 
battery capacity be made with the great- 


est liberality ? 


CHAPTER XII. Power Plant 
Priciples (Continued). 

517. Relative power economy of typt- 
cal circuits —The difference in the battery 
capacity that must be provided per unit 
of trafic is truly remarkable in the va- 
rious circuit arrangements. Without in- 
feriority in transmission or service, cer- 
tain types of switchboards will operate 
perfectly with no more than 50 per cent. 
of the energy required per unit of traffic 
by others. This difference in the various 
systems is so marked that it is well worth 
the time required to make comparative 
studies as to power demands when pur- 
chasing new equipment. 

The limiting of the supply of energy 
for the operation of the central office 
equipment by careful selection of cir- 
cuits is one method open to the operating 
company to practice economy. For this 
reason it would always be well, as a part 
of the consideratica of various makes of 
equipment, to compare their demands for 
cnergy under the traffic conditions to be 
met. 

in comparative studies of this sort, it 
is necessary to reduce the current de- 
mands for various systems to a watt- 
hour basis rather than an ampere-hour 
losis. The reason for this will be ob- 
vious when it is remembered that the 

tt-hour basis is the true power time 
‘asis, taking into consideration not only 
he ampere output of the battery but also 
its voltage, a most important distinction. 
‘or instance, the power required by a 
system operating at a battery voltage of 
iS. is the same as the power required by 

system operating at a battery voltage of 
“4 although the ampere-hours required 
In the first case for any given traffic is 


only one-half the number of ampere- 





It is 
the amount of power required, of course, 
that fixes the cost of the operating cur- 
rent. 

518. Power for automatic and semi- 
automatic equipment.—The computations 
as to battery capacity for automatic and 
semi-automatic equipment are somewhat 


hours required by the 24-volt plant. 


more involved, owing to the operating 
inter-relationship of all parts of the equip- 
ment. The circuit analysis method, prop- 
erly applied, will serve perfectly as a 
means of determining the required bat- 
tery capacity for any given set of condi- 
tions, just as it does in manual equip- 
ment. 

Contrary to a common impression, it 
is not true that this class of equipment is 
not economical of power. It must be re- 
membered that the energy supplied at 
high relative cost by the muscular effort 
of the operator in manual equipment is 
supplied, in automatic equipment, by the 
exchange power plant. 

519. Dominant factors in determining 
power demand.—The dominant factors in 
the determination of the power demand 
for the operation of telephone central 
office equipment are of two kinds. First 
in importance is the length of the aver- 
age conversation. For any given set of 
traffic conditions the next factor that is 
of great importance, is the type of the 
signal control. 

The length of the average conversation, 
in different centers, is found to vary 
somewhat. When increased or decreased, 
ii is followed by an immediate and cor- 
responding change in the power con- 
sumption. It is obviously entirely out of 
the province of the operating company 
to regulate this factor. 

It wili be remembered that there are 
two electrical methods, in general, for 
de-energizing the supervisory signal dur- 
ing conversation. In those circuit ar- 
rangements in which the supervisory sig- 
nals are de-energized by the connection 
of a low resistance shunt around them, 
the economy in power is not so great as 
it is in switchboard systems arranged so 
that the operation of the supervisory re- 
lay de-energizes the signal by interrupt- 
ing its battery feed. 

By interrupting the flow of current 
through the supervisory signal during the 
conversation, this type of circuit renders 
possible the use of greatly reduced bat- 
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tery capacity. On the other hand the use 
of the shunt around the supervisory sig- 
nal increases the strength of the current 
curing the conversation, the greatest sin- 
gle period of the complete call. 

520. Ampere-hour efficiency. — Strictly 
speaking, the true efficiency of the stor- 
age battery is the ratio between the watt- 
hours available from the repeated dis- 
charge of a fully charged battery and the 
watt-hours that are required to fully re- 
how- 
ever, has very wide operating margins. 


charge it. Telephone equipment, 
For that reason the variation in voltage 
as the central office battery passes through 
its charge or discharge is not, from the 
standpoint of satisfactory operation of 
equipment, important. It 
count that the so-called ampere-hour 
efficiency becomes the guide to the tele- 
phone man in laying out charging sched- 
ules. 


is on this ac- 


The so-called ampere-hour efficiency is 
the ratio between the ampere-hours that 
may be repeatedly drawn from the fully 
charged battery in an ordinary discharge, 
and the ampere-hours that must be de- 
voted to the recharge. For instance, 
there is a certain storage battery that re- 
quires to be charged for 10 hours at 60 
amperes constant current. Upon dis- 
charge, this same battery will deliver an 
average current of 60 amperes 
hours. It is then discharged so far as it 
is possible to discharge any battery with- 
out seriously shortening the life. 

The ampere-hour efficiency of such a 
battery will be determined as follows: 
The charge requires 600 ampere-hours 
(60 times 10). The discharge capacity is 
510 ampere-hours (60 times 8.5). The 
efficiency (ampere-hour) is equal to the 
ratio between the two, or 510/600, which 
equals 85 per cent. 

It is obvious that the charging sched- 
ule in the exchange operating its storage 
cells on this basis must be laid out so 
that the discharge in ampere-hours re- 
quired for the operation of the office is 
not more than &) per cent. of the possi- 
ble ampere-hours of charging. For prac- 
tically all purposes in the operation of 
telephone equipment, it is sufficiently ac- 
curate to consider the discharging volt- 
age of the storage battery at 2.0 volts 
per cell. It is also conservative to figure 
that 20 per cent. instead of 18 per cent. 
more ampere-hours must be devoted in 
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the charging of the battery than are to 
be taken from it in discharge. 

521. Voltage not reliable indication for 
discharge.—It has been pointed out that 
the limits of discharge and charge should 
be determined for any given battery by 
the hydrometer readings of specific grav- 
ity of electrolyte. Sole reliance upon the 
voltmeter, when the discharge rate is less 
than normal for the battery, is almost 
sure to result in over-discharging and 
shortened life. This is very clearly shown 
in Fig. 172, which represents the curves 
of charge and discharge obtained in the 
test of a small storage cell. 

In every case the cell was discharged 
to a difference of potential of 1.8 volts 
under load, the warning indications of 
the hydrometer being ignored. The cell 
was fully charged when a current of 4 
amperes, specified by the manufacturer, 
had been sent through it for 6.5 hours. 
The number of the ampere-hours of the 
charge, therefore, is 26 (4 times 6.5). 

At 4.22 amperes, approximately the 
normal rate of discharge, the ampere- 
hour capacity is 23.21, giving an ampere- 
hour efficiency, at this rate; of 89.20 per 
cent. When the discharge rate was lim- 
ited, however, to 2.2 amperes, the ap- 
parent ampere-hour capacity was found 
to be 27.5 (2.2 times 12.5). 

While the final voltage under load was 
the same as that obtained in the first dis- 
charge, owing to the low rate, the cell 
was very much over-discharged. Con- 
tinued treatment of this sort—over-dis- 
charge—will shorten the life of the bat- 
tery seriously. In this case the hydrom- 
eter had sunk to the danger point in 
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economical method of charging. The 
watt-hour efficiency of the storage bat- 
tery is the ratio between the power, mul- 
tiplied by the time (watt-hours) required 
to charge it and the power multiplied by 
the time (watt-hours) that may be re- 
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As the expense of operating the power 
plant of any telephone exchange is large- 
ly the expense of the energy that must b: 
devoted to the battery charging, an 
method of eliminating the loss due to the 
conversion of the charging current into 
































JOO AMPERES ms GOAMPERES OPERATING CURRENT 
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Fig. 173. Principle of the Floating Battery. 


peatedly obtained from the fully charged 
cell without over-discharging it. 

In the charge and discharge curves 
shown in Fig. 172 the watt-hour efficiency 
of the cell under test may be very clearly 
traced. The average voltage of the cell 
during charge as shown by curve 4, is 
2.335, the current’4 amperes, and the time 
6.5 hours. This shows the watt-hour 
input to be 60.71 (4 times 2.335 times 
6.5). It is interesting to compare this 
figure with the electrical equivalent of 
one horsepower-hour, 746 watt-hours. 

When the cell is discharged for 5.5 
hours at approximately the normal rate— 
4.22 amperes—the watt-hour output is 
seen to be 44.76 (4.22 times 1.9285 times 
5.5). At this rate the watt-hour efficiency 
of the cell is only 73.7 per cent. (44.76 





Fig. 172. Curves of Charge and Discharge of Small Storage Cell. 


the electrolyte long before the voltage 
had reached its final value of 1.8. 

522. Watt-hour efficiency—While the 
ampere-hour efficiency of the average 
storage battery may be assumed to be 
about 80 to 85 per cent. when making up 
charging schedules, the watt-hour effi- 
ciency is important and fixes the most 


divided by 60.71). Since this is prac- 
tically the normal rate of discharge for 
this cell, it may be assumed that it is 
not overdischarged when a voltage of. 1.8 
under load is reached. The actual watt- 
hour efficiency of this particular cell is, 
therefore, 73.7 per cent. and this efficiency 
is typical of all lead storage cells. 


discharging current through the battery, 
will effect a very considerable economy 
in the cost of operation. 

523. Floating battery charging.—in or- 
der to effect a saving by the elimination 
of the loss due to alternately charging 
and discharging, it is standard practice 
to float the battery with the exchange on 
the charging source. The principle of 
the floating battery is shown in Fig. 173. 

The charging source, A, is delivering 
100 amperes to a combination circuit, in- 
cluding the battery, B, and the telephone 
switchboard in parallel. The output of 
the charging source is divided between 
the battery and the exchange. The cur- 
rent demanded by the exchange comes 
direct from the charging source, A, there- 
by eliminating the ampere-hour 
about 15 or 20 per cent., incurred in 
charging the battery at one time and dis- 
charging it at another. At the same time 
the surplus current delivered by the 
charging source, A,—current that is not 
utilized in the operation of the ex- 
change—is passing through the battery, 
B, charging it. 

By operating the charging source in 
this way during the day, the heavy de- 
mand for the busy exchange hours is 
placed directly upon it while the battery 
is being charged in readiness to carry the 
load after the operation of the charging 
source is discontinued. 

(To Be Continued.) 


loss, 


United Company, of Monroe, W’s., 
Purchases Toll Lines. 

The United Telephone Co., of Monroe, 
Wis., of which P. J. Weirich is general 
manager, has purchased the toll lines of 
the Badger Telegraph & Telephone >. in 
Green county and now is without com pe- 
tition in the local territory. The ‘ines 
connect Monroe with Brodhead, Monti- 
cello, New Glarus, Blanchardsville and 
Argyle, and are about 60 miles in leith. 
The. United Telephone Co. plans to re 
build them and make many improver nts 
for the betterment of the service. 
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Three sound investments—all SECURITIES 














Made from 


Security Conduit Rods 


Cannot buckle or uncouple in the duct. 
second growth hickory— 
malleable iron couplings swedged on— 
cannot come loose. 
couple easily and quickly—no slack 
between joints—and one can handle 
long runs easily and quickly. 


Couple and un- 


























Security Cable 
Car No. 3 


Ideal for emergency work 
and trouble shooting. 
Light, rapid, adjustable 
and comfortable. Weighs 
only 28 pounds. 





























Construction and} 


Repair Work 


of all kinds specify 


KLEIN 
Tools 


and be sure of 


SATISFACTION 


We carry hundreds of tools of every de- 
scription—tools that can be depended upon 
to give satisfactory and lasting service. 


The ‘‘ EICHHOFF”’ Combined 
Pay-out and Take-up Reel 


Write for Latest Illustrated Catalog 


Mathias Klein & Sons 
Mfrs. Linemen’s, Electriciens and Mechanics’ 
Canal Station KZJ 
Chicago, IIl. 





TOLEDO, 





write for Security Bulletin, Number Six 


The F. BISSELL CO. 
226-228-230 Huron St. 
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Please tell the Advertiser you saw his Advertisement in TELEPHONY. 


Security Pot- 
Head Brackets 


Take the weight of pot 
head off cable, make a 
strong and permanent in- 
stallation and are inex- 
pensive. 


Made of malleable iron in 
two sizes and have a max- 
imum cable capacity rang- 
ing from 13 inch to 2inch 
diameter of cable. Can 
be shimmed to fit smaller 


size. 














OHIO 


REBUILT 
BARGAINS 














International 4-bar 1600 ohm bridging compacts...... $ 5.60 


Dean Electric Company 3-bar 1000 ohm bridging com- 
mon battery type magneto wall sets........ ceccccce 
Vote-Berger 3-bar 1000 or 1600 ohm bridging common 
battery type magneto wall sets........cccccece eccee 
Williams-Abbott 3-bar 1000 ohm bridging compacts... 
Kellogg No. 186 common battery (desk) straight line 
i TE BN. i ooo 0 60 0:0:6-0:6.40:0:0005556N 084000500600 
Kellogg No. 39 common battery desk sets complete with 
No. 75 straight line steel signal set........... eccce 
North Electric Company 3-bar 1000 ohm bridging com- 
DOOR  £0-0.60540:005540000%5% ed venreseoe 
Monarch No. 22 tyre 3-bar 1000 ohm bridging desk sets 
Monarch No. 22 type 4-bar 1600 ohm bridging desk sets 
Dean Electric Company No. 2315 direct current com- 
mon battery Bull neck desk sets, straight line, $5.00; 
Harmonic with either 16-33-50 or 66 style ringer.... 
Stromberg-Carlson No. 681 type common battery desk 
sets complete with 659 steel signal set, straight line, 
$5.00; Harmonic with either 33-50 or cycle ringer.... 
Baird 4-bar Midget type compact cabinets..... cocccce 
New hand generator cabinets, 3-4 or 5 bar size....... 
Stromberg-Carlson No. 14A common battery induction 
COMB ccccccccccccocce PTOPTITTTrerrrerrrrerrrrrris ye 
Kellogg golden finish, 100-line capacity magneto switch- 
board fully equipped with 90 No. 3-A 100 ohm se- 
ries and 10 No. 3-C 1000 ohm bridging self-restoring 
combined line drops and jacks, and the following 
operators’ equipment: 10 pairs of plugs and cords, 
10 listening and double ringer keys, 10 single super- 
vision ring off drops, power and hand generator 
switch key, hand generator, operator’s suspended 
type transmitter head band receiver and complete 
night equipment; also 13 feet of full capacity line 
cable from base of board......... (bans ag 0 oaeaes 


170.00 


For complete list of Standard Apparatus refer to our Re- 


built Bargain Bulletin No. 6 (free on request). 


Stock re- 


ceived since Bulletin published shown in our Telephony ads. 


REBUILT TELEPHONE EQUIPMENT CO. 


2127-2129 W. 21st St. . 


i Hh 


Chicago, Ill. 
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American T. & T. and Bell Sys- 
tem Earnings. 

The American Telephone & Telegraph 
Co.'s report for the nine months ended 
September 30 
$37,674,526, an increase of $2,905,491 over 
the same period in 1915. The net earn- 
ings were $33,494,406, an 
$2,906,492, with a balance after deducting 
dividends of $5,481,307, an 
$1,534,971 over 1915, 

The earnings of the entire Bell system 
in the United States for August show a 
total revenue of $22,215,172, an increase 
of $2,649,822 over last The sur- 
plus for the month was $1,709,967, a gain 
of $551,153. The the entire 
Bell system for the eight months ended 
August 31 was $171,608,490, a gain of 
$18,123,794. The net income was $37,- 
705,213, an increase of $7,192,057, and sur- 
plus $14,445,051, a gain of $5,500,174. 


shows gross revenues of 


increase of 


increase of 


year. 


revenue of 


September Earnings of Chicago 
Telephone Co. 

The financial statement of the Chicago 
Telephone Co. covering operations for 
the month of August shows’‘a total oper- 
ating revenue of $1,654,157, representing 
an increase of $171,489 over the same 
month of the preceding year. The net 
operating revenues were $468,160, an in- 
crease of $34,414. 

Making other deductions for uncollect- 
able -operating revenue and taxes as- 
signed to operations, left an operating in- 
come of $368,286, an increase of $19,831 
over September, 1915. 


Earnings of Bell Company of 
Pennsylvania for September. 

The Bell Telephone Co. of Pentsylva- 

nia reports for the month of September 








TELEPHONY 


total operating revenues of $1,064,203, an 

increase of $127,388 over the same period 

of last year. The operating income was 

$263,452, a decrease of $7,789. 

A Thousand Dollars a Week for 
Telephone Service. 

What the telephone means to the Edi- 
son Electric Illuminating Co., of Boston, 
Mass., is indicated by figures recently 
presented by L. L. Elden, electrical super- 
intendent of the company, in the street- 
lighting arbitration case now being con- 
ducted by the Massachusetts Gas & Elec- 
tric Light Commission. Mr. Elden stated 
that in the year ending June 30, 1915, the 
total cost of telephone service on the 
Edison system was $51,309, about 25 per 
cent. of which was chargeable to the gen- 
erating department. The number of in- 
stiuments in the company’s service Octo- 
ber 3, 1916, was 546. 

This great system of electrical supply 
covers a territory of about 750 square 
miles in Eastern Massachusetts, employs 
ahout 2,000 persons, and has a total gen- 
erating capacity of approximately 120,000 
kilowatts, the output in the year 
ending June 30, 1915, 137,140,617 
kilowatt hours. For every cent expended 
en telephone service the company sold 


sold 
being 


about 28 kilowatt hours. 

The number of instruments in use in 
the various departments is as follows: 
General service, 332 (including 37 resi- 
dential sets); generating, 113 (9 residen- 
tial) ; maintenance of lines and installa- 
tions, 64 (10 residential) ; standardizing 
and testing, 2; supply, 3; electrical engi- 
neering, 1: steam heating, 2; construc- 
tion, 9; transportation, 15; advertising, 
1; welfare, 3; and appliance, 1. 

Although Mr. Elden did not discuss the 


point, telephone service played a_ vital 
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part in a test “mobilization” of all d- 


partment heads at the South Boston gei 
erating station sometime since, when a 
“hurry call” to all officials was sent ou: 
at midnight and the time taken by each 
to reach the plant recorded. 

It is interesting to note that the opera- 
tions of the generating and substations 
require more telephone outlay than the 
handling. of the company’s commercial 
affairs. 


Extensive Improvements to Re- 
build Brodhead (Wis.) Plant. 


The Brodhead (Wis.) Telephone Co. 
is preparing plans for the rebuilding of 
exchange. It is proposed to 
erect an exchange building of its own, to 
lay much of the cable underground and 
to install an entirely switchboard 
equipment. Work will start 
next spring. The estimated cost will ex- 
ceed $20,000. 


its local 


new 
probably 


Telephone Lines in Montana Na- 
tional Forest. 

The completion of 26 miles of telephone 
line on the Helena forest near Townsend, 
Mont., gives the reserve a complete sys- 
tem of 150 miles connecting all but two 
of the ranger stations 
The last 26 miles connect the 
ranger station near Watson with Town- 


nine permanent 


Jenton 


send. 
Telephone to Supplant Telegraph 
on C. & N. W. Railway. 

The telephone will supplant the tele- 
graph in the operation of trains of the 
Chicago & North Western Railway Co. 
or the Lake Shore division between 
Green Bay and Milwaukee, Wis., accord- 
ing to an announcement recently made. 


From Factory and Salesroom 


Conventions: Illinois, Springfield, Nov. 15-17; Canada, Toronto, Nov. 22-23; 
Ohio, Columbus, Nov. 23-24; U.S. Association, Chicago, Dec. 5-8; Kansas, 
Topeka, Dec. 19-21; Nebraska, Lincoln, Jan. 10-12; South Dakota, Aberdeen, 
Jan. 16, 17 and 18; Minnesota, St. Paul, Jan. 23-25; Wisconsin, Madison, Feb. 
6-8; Oklahoma, Oklahoma City, Feb. 19-20; Texas, Dallas, Feb. 22-23; Iowa, 


Monarch Representation in the Pa- 
cific Northwest. 


The Corwin-Abrams Sales Co. is the 
name of a new concern organized by 
Merton Corwin and Joseph M. Abrams. 
The offices and warehouse are located at 
218 Second avenue, south, Seattle, Wash., 
and. a very complete stock of telephone 
equipment will be carried at that address. 
Mr. Corwin and Mr. Abrams have been 


connected. with telephone — enterprises 


along the Pacific coast for a great many 





Des Moines, March 13-15. 


years, and both are well known 
favorably regarded in that territory. 
This new combination of two practical 
telephone men has been brought about 
for the purpose of specializing on the 
sale of the telephones and switchboards 
manufactured by the Monarch Telephone 
Mfg. Co., of Fort Dodge, Iowa. Mon- 
arch equipment has been used with suc- 
cess in the Pacific states, and with the 
assistance of this new selling organization 
there is little doubt but what the sale of 
this well known product in Washington 
and Oregon will be greatly increased. 


and 





The Corwin-Abrams Sales Co. will 
carry a complete stock of Monarch t¢le- 
phone and switchboard equipment in 
Seattle. It will, therefore, be in a posi- 
tion to give the telephone companies in 
that territory prompt and efficient serv- 
ice. The buyers in the Pacific North- 
west will be glad to see two men «ho 
have been their friends and 
for so many years handling a line of 
telephone and_ switchboard appar. tus 
which has already gained the confid«ace 
of exchange managers in all section: of 
the country. 


associates 
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Trouble Detectives! 


PIGNOLET Portable Testing Meters will lo- . Rts i 
cate any kind of trouble besides measuring . , 
volts and amperes; will also determine re- 
sistance of coils, lines, ringers, etc. 


SshkoasH Wisc. 


OsSHROSH Mf$ Compony,7y 


















VOLTMETERS 

AMMETERS 

VOLT-AMMETERS Let the men who 
do the work choose 


Srapese you let us send you a copy 
of the PIGNOLET Catalogue. It’s 
worth while. 


their tools. Nine 
out of ten will say— 





L. M. PIGNOLET 
80 Cortlandt Street New York 


Medal Panama-Pacific International Exposition 


Oshkosh Mig. Co. 
OSHKOSH, WIS. 





A 


The worst of wasters is 
the man who wviill let de- 
cay undermine his poles 


mit 
4 | hy | | 9 out of 10 replaced poles are rotted thru— 
| 
j ' 
i 





i. decay does it. It takes almost 7 years to 
ash do it and yet there are hundreds who can’t 
‘catch on.” 





Those who have are using 








REEVES WOOD 
PRESERVATIVE 


the easy way to prevent decay—penetrates to the 
heart of the pole—hardens in the wood cells and 
will not leach or sweat out. 




















The cost per treatment, labor and material, is but a 
few cents—and will double your pole investment. 


Ask us for sample testing outfit—it’s free. 


THE REEVES COMPANY 
NEW ORLEANS, LA. 


Please teil the Advertiser you saw his Advertisement in TELEPHONY. 
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New Booklet on Underground 
Tools and Specialties. 

T. J. Cope, 1620 Chancellor street, 
Philadelphia, Pa., has just published an 
attractive booklet illustrating and describ- 
ing its various makes of underground 
tools and specialties. 

The following explanation appears on 
page 3 of the booklet: 

“The object of this booklet is to show 
in a brief way the numerous devices pat- 
ented by us and to demonstrate the uses 
for which they are designed. 

We manufacture all our patented spe- 
cialties and tools and nothing but the very 
best material is used, as we believe in the 
motto,, ‘the best is the cheapest.’ 

Owing to the large increase in our busi- 
ness we have recently been compelled to 
move to more extensive premises. Our 
new factory is open at all times to pa- 
trons who wish to inspect it. 

We would also call your attention to 
the fact that we have had an experience 
covering over 30 years in underground 
conduit work of every description, such 
as rodding and cleaning of conduits, 
drawing-in of wires and cables, cable rack 
construction, etc. 

We have threaded many millions of 
feet, embracing conduits of every known 
variety in nearly all of the largest cities 
in the United States. 

Incidentally, the devices described in 
this booklet have been designed from 
time to time under the spur of practical 
necessity and each has fully demonstrated 
the utility of its special purposes.” 


New ,.Red-Hot | Gasoline Torches 
Placed on the Market. 

The Ashton Mfg. Co., of Newark, 
N. J., makers of the “Red-Hot” line of 
gasoline and ‘kerosene torchés and -fire 
pots has recently placed on the market 
four patented gasoline torches, pump-in- 
tank style, in quart and pint capatities. 

The tanks of these torches are made 
of heavy seamless. drawn brass, rein- 
forced with a concave bottom with a 
large filler plug with a leather washer 
imbedded, which prevents leakage. 
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The Ashton patented automatic brass 
pump with double springs quickly sup- 
plies the required air pressure. The burn- 
ers are made of generator metal, spe- 
cially selected to produce the greatest 
amount of heat, which it is said to do 
from any torch burner. These burners 
are supplied with a windshield and they 
will work, it is claimed, perfectly out- 
doors in windy or stormy weather below 
zero. . 

All parts are interchangeable and they 
are made with and without soldering iron 





‘1 


SION MF 
C om 
/* No ie 











No. 114 “‘Red Hot’? Gasoline Torch. 


attachments. These torches are claimed 
to use less gasoline than other makes, 
and the operator will soon save his cost 
in the saving of fuel alone. 

The “Red-Hot” line is sold everywhere 
by leading jobbers under the maker’s 
guarantee. 

The - Ashton: free catalogue 
the .company’s complete’ line 
mailed upon request. 


showing 
will be 


New Catalogue of “Red Devil” 
Tools and Specialties. 

The “Red Devil” tool people, Smith & 
Hemenway Co., Inc., of New York City, 
have just issued their latest catalogue 
known as “The Seventh Edition of the 
Green Book of Red Devil Tools and 
Hardware Specialties.” 
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This is a very handy compendium in 
pocket size crammed full of useful in- 
formation, together with illustrations and 
prices on the company’s complete line 
of glass cutters, wall scrapers, putty 
knives, nail pullers, pliers, side cutters, 
nippers, fence tools, connectors, climbers, 
linemen’s tools, tool belts, safety straps, 
augur bits, mitre boxes, chain drills, ice 
tongs, water motors, food choppers, etc. 

It will be of interest to any one con- 
cerned to write for a copy of this com- 
plete catalogue, to Smith & Hemenway 
Co., 87 Chalmers street, New York City. 


Quick Service for Southern Pa- 
trons of Chicago Telephones. 

Southern exchange owners will be in- 
terested to know that the Chicago Tele- 
phone Supply Co., of Elkhart, Ind., has 
just concluded arrangements with the 
3elknap Hardware & Mfg. Co., Louis- 
ville, Ky., for handling Chicago tele- 
thones exclusively in the state of Ken- 
tucky. 

The Belknap Hardware & Mfg. Co. will 
carry a large stock covering every wall 
and desk type of Chicago telephone and 
will make direct shipments to Chicago 
telephone customers, not only in Ken- 
tucky, but throughout the Southern states 
as well. 

This arrangement will be of consider- 
able benefit to Southern exchange owners. 
Orders for Chicago telephones can now 
be sent direct to Louisville and the goods 
shipped from that point, insuring several 
days’ quicker service. The move is proof 
of the importance in which one company 
holds the Southern field. 


Paragraphs. 

LeicH E Lectric’ Co. is the name by 
which the Cracraft, Leich Electric Co., of 
Genoa, IIl., will hereafter be known, ac- 
cording to a recent announcement. No 
change has been made in the personnel 
of the company, its officers, its policies 
or its ownership, the change being made 
for the sake of brevity and is one of 
name only. 








The L & N Type S Portable Testing Set 


Accurate—Rugged—Inexpensive 





At no sacrifice of quality or accuracy we are now producing an inexpensive 
Dial Decade Testing Set. The low price o1 this set is made possible 
because ofa design which has been carefully worked out to admit of advan- 
tageous manufacture of parts in quantities. Further, the design is such that 


assembling is easily and quickly done. 


Accuracy and the usual Leeds @ 


Northrup reliability have beenretained. Our guarantee is behind every set. 


Price $60 





Let us Send you Bulletin No. 530. 


It describes the set in detail. 





The Leeds and Northrup Co. 


4901 Stenton Ave., Philadelphia, Pa. 
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